You Will Find 


in “The Recorder” 


Individual Responsibility to Profit 


In the first issue of September we 
outline the policy of individual respon- 
sibility as an incentive toward indi- 
vidual enterprise. In this connection it 
is to be noted that invariably the great- 
est enterprise, the greatest energy and 
the greatest ingenuity is prevalent dur- 
ing and following a major economic 
disturbance. The shoe industry shows 
it by its ingenuity in shoe building, 
styling and encouragement of new 
goods and new uses. 

Today there is greater energy put 
forth in the selling of shoes to the cus- 
tomer, with noticeably fewer customers 
leaving the store without making a 
purchase. It is the order of the day to 
make business and there is greater 
care taken in every branch of the in- 
dustry. 

It is also a noticeable fact that there 
are fewer factory damaged and checked 
shoes dumped on the market, because 
of the necessity for factory care and 
the elimination of waste. This has ap- 
preciably diminished the supply of bar- 
gain table shoes the country over, thus 
purifying the retail trade to that de- 
gree. 

We hope to show in this issue that 
the ultimate goal of economic enter- 
prise—business stability—is in some 
measure possible in the making and 
marketing of shoes, providing we elim- 
inate the alibi-leaners and put upon 
each man, in whatever his capacity, the 
individual responsibility of contribut- 
ing to the profitable operation of the 
business. 
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Fashion Says Fabrics for Fall 
HERE THEY ARE 


AAAA’s to C's : _IN STOC) | AAA's wo C's 


In keeping with the Dyer & Hall policy of Smartest Styles First, we have ready a line of 
beautiful Fabric Shoes which Fashion dictates for Fall—the very newest materials; 
Moire, Velour, Marcelle—in the very Smartest Styles—and they’re IN STOCK at peices 
which offer you an opportunity for quick and handsome profits. 


Think of their sales possibilities! For afternoon parties, dinner dances, school and col- 
lege sorority.and frat dances and the many other occasions where party shoes are appro- 
priate, these Fashionable Fall Fabrics are just the thing. They are the answer to your cus- 
, tomers’ requests for shoes 
which are dainty enough for 
--formal evening wear and ; 
yet.in. perfect accord with | 
the afternoon party gown. 
The white styles may be 
ida dyed to match any color. 


"Built over 1881 Last with 18/8 Louis Heel. Built over 2081 Last with 20/8 Louis Heel. 


Ne. R-252 1 Antique Moire, Genuine Sil- = | No. R-254 Black Velour Moire, Silver Mesh 
"°°" ver Kid Trim vd Trim $3.85 




















The Flora The Stroller The Avenue 
resaye over 2081 Last with 20/8 Louis Heel. -. . Built over 1881 Last with 18/8 Louis Heel. Built over 1681 Last with 16/8 Baby Louis Heel. 
. R-256 Black Diadem Moire; Genuine Sil- No. R-260 Brown Marcelle, Brown Kid and No. R-258 Brown Marcelle, Black Calf and 
ve and Gold Kid Trim............++.- $3.85 . Brown Patent Trim $3.85 Brown Patent Trim $3.85 
. R-257 White 7? _ baste, Genuine Sil- No: R-261 Black Marcelle, Black Calf and Ne. R-259 Black Marcelle, Black Calf and 
7" and Gold Kid $3.85 Black Patent Leather Trim $3.85 Black Patent Trim........csseseeeeeee $3.85 


Order them today and be the first to show these beautiful Fabric Shoes. 
To show them is to sell them. 





These are only a few of our many brand new styles. 
Write for Fabric Folder R- showing complete line. 





/DYER & HALL, INC.. 


AUBURN MAINES 
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“The VOICE of the TRADE ~ 


Frank P. Meyer 


of Danville, Ill., has never ridden a 
horse in his life but- he demon- 
strated last week that it would not 
be difficult for him to master the 
science of equestrianism, for he 
rode the back of a negro from the 
rear of his store, a- distance of 
about two hundred feet, before he 
‘was shaken off... - . 

The negro was caught pilfering 
in the store by Meyer, and those 
of you in the trade who know the 
dapper little dandy from Danville 
can imagine the struggle when he 
attempted to trap the prowler 
by closing the door. The negro 
was the stronger of the two and 
as he jumped through the door 
Meyer jumped also. He landed 
astride the negro’s back and was 
finally shaken off.. He was in- 
jured in the-fall but in spite of a 





wrenchéd" leg’ and lacerated head 
he continued to give chase—com- 
mandeering an automobile. The 
burly negro’s speed was accelerated 
‘by police: officers firing shots at 
him, until finally exhausted he was 
captured in an alley. 


* * Xx 


One shoe chain 


hasn’t missed a week without hold- 
up burglary and strong-arm rob- 
bery in a period of several months. 

As a result of the universal need 
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of shopkeepers for blanket insur- 


ance covering burglary and rob- 
bery, the National Bureau of Cas- 
ualty and Surety Underwriters is 
now issuing a new form of blanket 


insurance for small stores. This 
policy carries protection “from 
every form of modern criminal en- 
terprise by violence and the strong 
arm, and even covers kidnapping, 
where the victim is taken from his 
home to the store to open the door 
of his safe.” 

This new insurance -will be is- 
sued at a flat premium charge, the 
cost of which will be a fraction of 
what was previously assessed. 
The new all-inclusive policy was 
prepared especially for small mer- 
chants in cities, towns and rural 
districts and is “free from exclu- 
sions and offers continued insur- 
ance, by which is meant that full 
protection is afforded for the policy 
term without additional premium 
charges—no matter how many 
bona fide robberies there may have 
been during that term.” 


* * O* 


R. J. Steward 
of Leas & McVitty, Inc., Phila- 
delphia, attended the St. Paul con- 
vention of the National [eather 
and Shoe Finders’ Association 
and said: 

“Cash in advance would elimi- 
nate a great deal of unfavorable 
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competition and prove a boon, I 
believe, to tanners and. finders 
alike, but particularly to. the-legiti- 
mate finder. If you wilt pardon 
my saying so, I firmly believe the 
credit policy of our own company, 
which is nothing more than an out- 
line based on merit, is one of the 
greatest assets to you gentlemen in 
the finding business. Perhaps our 
own sales would leap to greater 
proportions were our policy one of 
finecombing the country and grant- 
ing credit promiscuously, but let 
me assure you such a policy would 
prove as great a detriment to the 
finding fraternity as it would to 
ourselves. More than once have 
I felt it would be a blessing to the 
finding ‘trade if-all tanners sold 
leather strictly on cash basis. Le- 
gitimate houses, by reason of liv- 
ing up to American standards, 
both in business and family circles, 
have a natural and legitimate cver- 
head. This overhead is ofttimes 
difficult to meet because of compe- 
tition from quarters which pay lit- 
tle regard to overhead, but. which 
are made possible by being granted 
unwarranted credit.” 


* %* * 
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W itliam Precourt, 
of Reading, Mass., chemist and 
“waste chaser,” has his analytical 


eye on the leather industry. They 
call him in when any commodity 

































in production accumulates a resi- 
due of waste. 

For example, he showed them 
how to make tiles out of cocoanut 
shells, fabric out of chicken feath- 
ers, marine paint out of oyster 
shells and now he hopes to shorten 
the time of tannage by taking the 
raw hide, putting it into a low 
temperature refrigerator and then, 
by a chemical agent, dehairing and 
preparing the hide for its future 
processes. He hopes to save days 
in tanning time and dollars in lieu 
of bates, baths and beamhouse 
work, 

Mr. Precourt is no stranger to 
South Street, for whenever a 
batch of leather is spoiled in proc- 
ess, or through a fire in the tan- 
nery, or when chemical ingenuity 
is needed, he steps into the problem 
with test tubes and common sense. 
He accidentally discovered a 
method of crinkling patent leather 
for bag trade use through freezing 
the surface solution at a half way 
point in its manufacture. 


* * * 


To tear up the road 
in front of a man’s store is almost 
to destroy his business for a 
season, as many a merchant has 











learned to his impatient sorrow. 
If your city or town is planning 
to resurface the street in front of 
your store, tell the street commis- 
sioner that Fifth Avenue was re- 
asphalted from 42nd Street north 
to 59th Street in less than a 
month’s time. Fifth Avenue mer- 
chants insisted upon a speedy job 
and are today outspoken in their 
gratitude for the re-surfacing 
which caused less disturbance to 
Avenue traffic than any in its his- 
tory. 

In contrast, the resurfacing job 
done in Mamaroneck took many 
months and resulted in many stores 
going out of business because they 
could not afford to wait in dusty 
idleness for traffic and trade to 


resume. 








PLUS SIGNS 


The CALAMITY HOWLERS aren’t get- 
ting as much nourishment as they expected 
from the half-year earnings statements. As 
compared with 1930 the utilities actually 
gained 3 per cent in net income over the 
1930 figures; telephone companies 9 per 
cent; the silk industry 26 per cent, and the 
coal companies 50 per cent . .. 193 indus- 
trial companies gained 24 per cent in the 
second quarter over the first, as against only 
a 2 per cent gain last year. 

THE A. & P. STORES sold 11.1 per cent 
more merchandise in July this year than last. 

THE FIRST 24 CHAIN STORES to report 
for the half year showed an increase of 14 
per cent in profits over the same period last 
year. Grocery chains made the best show- 
ing with an increase of 24 per cent. 

THE GOVERNMENT TELLS US that liv- 
ing costs have declined 6.5 per cent since 
last December. 

THE AMERICAN ICE COMPANY, de- 
spite the phenomenal sales showings of the 
automatic refrigerator folks, reports that 
July profits were the largest for any one 
month in the company’s history. 

THE IRVING FISHER INDEX of business 
conditions gained 5.5 per cent for the week 
ending Aug. 15. His ALL-COMMODITY 
INDEX of wholesale prices remained un- 
changed from the preceding week. 

SHOE MANUFACTURING gained 18 per 
cent in July, and it was the fifth successive 
month to show an increase—and just to 
prove that it wasn’t because everybody has 
to walk, the Baldwin Locomotive Works 
booked 2 per cent more business in July 
than a year ago, and Packard shipped 1999 
units, making July their best month since 
October of last year. 

BETTER JULY BUSINESS WAS SPREAD 
OVER MANY INDUSTRIES: the Loft chain 
of restaurants and candy stores served 706,- 
019 more customers and took in $430,000 
more, while the National Battery Company, 
crediting their gains to an aggressive mer- 
chandising and advertising campaign, sold 
two contracts during the month which total 
20 million dollars, together with increased 
smaller orders. 

MOUNTING DEMAND caused an in- 
crease of five cents a barrel in Pennsylvania 
crude oil last week. This is the fourth in- 
crease in recent weeks. 

FAILURES NUMBERED LESS FOR JULY 
than for any month this year. 

BUILDING PERMITS INCREASED ALSO 
IN JULY. The gain over June was 13.3 per 
cent, an increase much better than the usual 
seasonal showing. 

RAILROAD NET EARNINGS IN JUNE 
(the latest month available) showed an in- 
crease of 21.5 per cent over May. Not only 
was this considerably more than of seasonal 
proportions but the decline from last year 
was less than for any month but one. 

AUGUST EMPLOYMENT on the Pacific 
Coast shows an increase of 4 per cent. 

SEATTLE’S AIRCRAFT PLANTS have 
enough orders on hand to keep all workers 
busy throughout the winter. 

LIBBY, McNEILL & LIBBY shipped more 
cases of canned goods the first seven months 
than in the corresponding period of any 
other year. 


Compiled by SALES MANAGEMENT 
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Chester S. Garber 
of Buck’s Booterie, Sterling, Colo- 
rado, writes: 

“A lot of good merchants—shoe 
retailers all over the country— 
were caught with too much high 
priced merchandise on the shelves 
when the Wall Street crash 
brought us overnight into the pres- 





ent depression. The same thing 
is going to happen to those who 
have empty shelves when the blind 
public becomes prosperity con- 
scious. 

“A business cycle is like an 
ocean wave. The depth of the 
Trough is relative to the height of 
the crest. We have sailed on the 
crest, are wallowing in the trough 
and will ride the crest again. Bet- 
ter shoes are coming into their 
own. The buying public has been 
bargained and saled to the point 
of satiation and will demand a bet- 
ter quality of merchandise as loudly 
as it has clamored in the past four- 
teen months for shoes for nothing. 
BE PREPARED FOR BETTER 
BUSINESS and more of it.” 


* * * 


Bob Gallagher, 


manager of the Lorraine Child- 
ren’s Bootery in Miami, Florida, 
points the finger of scorn at the 
August issue of Good Housekeep- 
ing where: “a she doctor states not 
to put high shoes on children. 
She might be interested to know 
that 90 per cent of the children’s 
shoes sold in this store are high 
white elk shoes; that we advocate 
high shoes up to four years of age 
and have a thousand proofs where 
high shoes have corrected knock 
knees, pigeon toes, weak ankles 
and arches. I even doubt if the 
writer knew the difference between 
a welt, stitchdown, turn or McKay. 

“These writers that know noth- 
ing about shoes and write articles 
have no idea the trouble they cause 
us in selling children’s shoes. The 
sooner magazines have doctors 
write about health and bones, and 














get a shoe man to write about 
shoes, the better it will be for us.” 


* -* * 


J. F. McElwain 
Shoe Co., with three factories in 
Nashua and two in Manchester, 
N. H., had the biggest six months 
in its history for the period end- 
ing June 30. Last week was the 
biggest on record. 

All plants are on full time and 
several are operating on overtime 
schedules. 

Of the McElwain Co. output 85 
per cent goes to the “Thom Mc- 
An” stores operated by the Mel- 
ville Shoe Co., with the remainder 
to chain stores on the Pacific Coast. 


* * * 


T otal shoe production 


during the first seven months in 
1931, including the preliminary 
estimate for July, was 188,687,000 
pairs against 182,595,000 pairs in 
the same period fast year. 

The verified totals for the first 
six months indicate that the State 
of Maine is to be congratulated 
for its increase over 1930 prcduc- 
tion was 15.1 per cent, with New 
Hampshire a close second, 14.3 
per cent, and Pennsylvania third 
with 10.7 per cent. 


* * * 


(8) 


Charles E. Williams, 
the sage of St. Louis, says: 

“An Associated Press dispatch 
appearing in our local paper states 
that there is an impending increase 
in the price of shoes. It seems to 
me that if the producers of raw 
materials and finished products 
would contemplate doing such a 
foolish thing at this time that they 
would be entitled to have all the 
disastrous kickback fall upon them 
that it was possible to generate. 

“Merchants’ stocks throughout 
the nation are undoubtedly at one 
of the lowest ebbs in history, which 
accounts for the flurry in orders 
that have been placed the past 
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Ask Me Another 


—Have we definitely reached a turn in busi- 
ness? 


—There is little question of it in my mind. 
—How rapidly will the pick up come? 


—Just as rapidly as confidence can be trans- 
mitted to the great consuming public, by 
assurance that there will be jobs and 
work. Leadership has been provided. Now 
it must be aided in every possible way. 


Sours 6 Tee 


President 





sixty days, and there is no basic 
reason other than that for the 
orders that have been placed, as 
buying power and consumer de- 
mand is still on the downward 
trend. If manufacturers and tan- 
ners wish to stop the slight im- 
provement now showing in their 
business, they will start a foolish 


raising of prices, which will be on 
a par with the lack of brains shown 
by the Government when it went 
into the wheat and cotton business 
last year, and now has 275,000,000 
bushels of wheat in the Govern- 
ment bins from last year, with one 
of the greatest crops in history 
now being harvested.” 

* * * 


The pick up in 
the shoe business is noted in all 
the long service of supplies-—even 
as far back as the printing of shoe 
labels. 

The Tolman Print, Inc., of 
Brockton have seen their orders 
for shoe labels increase greatly 
since June. Their plant is now 
operating on full time. Incident- 
ally, they took one order for sixty 
million inserts, which will require 
two and a half carloads of paper 
and will keep two machines busy 
(printing two colors at a time) a 
full month and a half to turn out 
this job. 


“All right, dear. Go ahead and order that case of Scotch at $75.00. It’s a buy. 
And by the way, send my tan oxfords down to Tony’s and have them resoled. These 
are hard times and | can’t afford a new pair.” 
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Another challenge to prevailing 
credit policies and practices by 
the author of “Money Is Cheap” 
which appeared in the RE- 
CORDER of June 27, 1931. 
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A few days ago a high official 
in Washington consoled us once more with the 
thought that this depression is good for American 
business. Reminding us of the sweet uses of adver- 
sity, he declared that we seem to learn only during 
hard times. 

How often have our. statesmen, financiers and econ- 
omists told us that this depression is good for us, in 
the sense that sulphur and molasses used to be con- 
sidered good for us? But where is the molasses ? 

How often in the past year have we been told that 
it would be unwise to. expect immediate recovery 
because liquidation wasn’t complete? What is liqui- 
dation? When is it complete? Who knows when it 
is complete, either before or after? 

Who has a right to tell a swimmer who has gone 
down for the third time that his liquidation is not 
complete ? 

These statements would be comparatively harmless, 
like rubbing salt into our wounds, for instance, if they 
were merely theoretical discussions by economists. 
But they are not. The idea that depression is good 


for our souls and that violent deflation is necessary- 


for the health of our body economic has become a very 
practical principle of business today. It guides the 


bankers who give us credit and guides ‘the many. 


business men who have respect. for. bank I’arnin’, 
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Tha’ 5 ‘the Wakteful Way-in 
Which Many Businesses’ Have 
First Been Financed - by Unwise 
Credit, Then Destroyed to Correct 
the Mistake—Millions Suffer to 


Pay Price of Unwise Expansion. 








It is not only the principle which is tised te comfort 
us in times like these: and to explain away the stupidi- 
ties which led up to the depression, but it is- really 
the principle back of our whole economic thinking. 

This principle expresses itself most’ clearly in ‘let 
‘em die.” Talk with any ten mapufacturers or any 
ten retailers in any line and, nime~of them will say: 
“There are too many in this busifiess, A lot of them 
shouldn’t be in it. There ist’ 't-enough business to go 
around.” And, unless they have had a creditors’ 
meeting themselves, they will follow up with: “This 
depression is going to be good for the business. Ie'll 
clean out alot of the weak fellows. Let ’etn die.” 

Fortunately for most of the readers of this, death 
will continue to take a holiday for some time to come ; 
but does that mean that they will benefit by the pass- 
ing out of the so-called “weak fellows” in the busi- 
ness? Just how will they profit by the unlamented 
departures ? 

Joyfully we greet the news that the number of 
failures has been increasing beautifully during the 
past year. Our kind, but somewhat morbid, friend, 
Mr. Dun, reports that in the first half of 1931 there 
were more insolvencies than in any other half year 
in our history; they reached. the record of 15,107 
failures, with liabilities totalling $370,497,000. _ In 
the first half of 1930 we could only achieve 13,771 
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failures~and $337,089,000 in liabilities. Let ’em Fi? Ly y 
‘die! That seems to be the attitude. 
How did we manage this glorious increase? 
Most of it is in the failures of small retail dealers;  - 
“the “weak fellows.” In fact, of the failures in’) 
the first half of the year, more than 70 per cent, 
- of. 10,930, were of trading concerns, and they! in- 
-“yolved $181,661,000, or nearly 50 per cent of the ~~ 
‘tiabilities. While the insolvencies in trading con- 
“cerns increased 14.7 per cent, the liabilities in- 
-.ereased 24 per cent, showing that some of the 
bigger fellows were developing weakness. In fact, there were ) 
plenty of concerns with liabilities over $100,000. Let .’em die. 1 
Among the manufacturers, there was an actual decrease in} 
the number of failures, only 3,292 as compared with 3,369. ! 
But the liabilities increased from $128,713,000 to $156,142,900, - - ' 
or 21.3 per cent. It’s getting the bigger boys. Let ’em die! 
Comforting as these figures are, we must remember that 
these are hard times. Even more thrilling must be the figures 
for our years of prosperity. At no time in the past ten years 
have liabilities in the first half of a year been less than $209,- 
000,000. Business failures averaged about 2000 a month 
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through the prosperous years of 1927, 1928 and 1929; in fact, a New 

1928 beat 1929. In the boom years, the liabilities have averaged - 

about $500,000,000 a year. Of the failures 60 to 75 per cent - and 

have been of trading concerns, mostly retailers. Let ’em die. 
Just what good did we pet ‘out’ of ‘the: business deaths. of Saner 


these years? Did the clean-up of the “weak” fellows-in 1927 
and 1928 bring us the prosperity of 1929? Did the obituaries 
of 1929 bring us the prosperity of 1930 and 1931? Exactly in 
what way did we get joy out of the corpses on whose eyes Mr. 
Dun has laid pennies in the past ten years, or 
before that? If depression is good for us because 
it brings so many failures, why isn’t prosperity 
better because it brings us more? 

What happens to the businesses which die? Do 
they go to heaven? Or do they continue to haunt 
those which stay among the living? How many 
bankrupts stay out of business? 

What happens to the bankrupt store? Does it 
stay empty for long? Go down any shopping 
[TURN TO PAGE 76, PLEASE] 
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What Else Can Shoe Stores Sell? 


More Paths to the Dollar Needed Today to Make 
Retail Business Produce Satisfactory Volume and Profit 


+ 


By DAVID GORMAN 


The extra profit that lies in 
the sale of accessories is the extra punch that makes 
better profits possible for the retail shoe store. It 
does not cost any more to sell a customer who comes 
in just for a pair of $5.00 shoes, merchandise amount- 
ing to several dollars more in various extras. Much 
good will can be built for the store in the sale of 
these accessories, provided they are introduced and 
sold from a Service-to-the-Customer point of view 
and not from a selfish self-profit one. More genuine 
sales and more repeat sales are made when working 
from that angle than from any other. 

Shoes well polished with the correct dressing wear 
better. 

Hosiery in the proper shade, weight and size satis- 
fies the customer better. 

Hand bags of the harmonizing shade, shape and 
design to suit the new shoes just bought complete the 
costume. 


16 


Galoshes in the right shape and pattern, if bought 
before the sudden need of them arises will serve the 
customer from a health standpoint. 

Practically the same argument may be used in the 
sale of spats. 

More opportunities for the making of additional 
sales are probably lost through the failure of sales- 
people to recognize and take advantage of opportu- 
nities which present themselves than from any other 
single cause. 

The easiest way, of course, is to show only what 
the customer comes in and asks for—sell it—and then 
pass on to the next patron. But this is also the easiest 
way to lose sales opportunities—chances for making 
those extra sales which add so much to the volume of 
any department of a store. 

There are four viewpoints from which this subject 
can advantageously be considered: 1. Detective Sales- 
manship; 2. Are You a Clerk or a Salesman? 3. 
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Arousing Curiosity; 4. Listening Intelligently. 

What is meant by detective salesmanship? The 
ability to recognize, from “clues” supplied by custo- 
mers, their interest in other merchandise which they 
may not have asked for. For example: A customer 
tells you indirectly that she is going South. This is 
your clue to suggest merchandise for Southern wear. 
(Golf shoes, boudoir slippers, white kid or linen 
evening slippers, hose, etc.) The result is additional 
merchandise sold at no additional cost. This is the 
principle of “Detective Salesmanship.” Watching the 
hints concealed in chance remarks that show what a 
customer needs or will soon need and follow them at 


both curiosity-arousing and flattering to the pride of 
the customer. Either through a mistaken desire to be 
extremely prompt or through a wish to get through 
with their work as soon as possible, many salespeople 
fail to listen as much as they should and, as a result, 
customers’ wants are misunderstood and sales are lost. 
For example: The first thing a doctor does is listen 
attentively to his patient for the symptoms. There- 
fore, alert listening to a customer is important in sell- 
ing merchandise because of better service, a time saver 
and a courtesy to customers. 

The accessories in the following list rank accord- 
ingly: 1. Handbags; 2. stockings; 3. buckles ; 4. find- 
ings; 5. overshoes; 6. spats; 7. house slippers. 


once by- calling attention to the proper article. 


Too many salespeople are 
still content to think of them- 
selves as “clerks,”’ rather 
than as salesmen. The dic- 
tionary’s definition of a clerk 
is: “An officer of the court, 
commercial establishment or 
the like, charged with the 
care of the records, corre- 
spondence or accounts.”” The 
definition of a salesman is: 
“One who sells goods, stock, 
etc.” In my definition, I be- 
lieve that one who sells the 
maximum to one customer 
for greater production re- 
duces his personal cost of 
operation. 

Clerks are content to fill 
customers’ orders mechani- 
cally, merely writing down 
the names and prices of ar- 
ticles asked for. They are 
salesmen when they perform 


NEW PATHS TO PROFIT 
NEEDED 


A nationally known chain of men’s hat stores now 
features “Shoes, and Such Shoes” at $2.95. A men’s 
clothing store in New York gives a pair of shoes to 
the customer who buys a suit. These are merely 
symptoms of the new and intensified competition 
that inevitably follows a period of depression. Never- 
theless, they point to a complication of the problems 
of the shoe merchant. 

Isn’t it about time for shoe men to abandon the at- 
titude of conservatism that has traditionally char- 
acterized the shoe business and begin to study the 
possibilities of new paths to profit? 

Isn’t it time for the retail shoe trade to meet the 
challenge of other specialty lines that are encroach- 
ing on their field and give them blow for blow in the 
competitive battie for the customer’s dollar? 

If a man’s hat store can properly and profitably 
sell footgear along with headgear, why shouldn’t a 
men’s shoe store sell hats with shoes? And why 
shouldn’t the average shoe store develop a profitable 
accessory business suited to its own merchandising 
policies and its particular clientele. 

We are inclined to the opinion that accessories 
will, in the near future, absorb a larger part of the 
attention of alert and progressive retail shoe mer- 
chants. And so we think it’s timely right now to 
give our readers the story of a man who has made 
money—and real money—on accessories for one of 
the important retail shoe organizations of the East. 


1. Handbags: The way to 
sell handbags is to enlighten 
the customer in the course 
of the sale of the shoe, point- 
ing out that “We carry hand- 
bags that match our shoes 
perfectly to the very trim- 
ming.”’ That the shoe and 
the bag should always go to- 
gether to complete the en- 
semble in fashion. Talk up 
the bag, go and get it, point 
out the qualities and reason- 
able price, and not only is the 
shoe sale closed, but the bag 
is also sold. The shoe will 
sell the bag and the bag will 
sell the shoe in nine cases out 
of ten. 

Stockings: The best way 
to sell stockings is to inform 
the customers during the shoe 
sale of a new line of hosiery 
just received that will blend 


a real service to the customer 
and, through this service, ac- 
tually sells goods. Example: 


“Can I wait on you?” 
may be a good approach for a clerk, but a salesman 
will say: “May I serve you?” 

To arouse curiosity in the mind of the customer is 


one of the surest ways to increase sales. In discuss- 
ing it, particular attention should be paid to the folly 
of such inquiries as, “Nothing else?” or, “Is that 
all?” 

The customer’s desire to hear something new is val- 
uable in salesmanship because it permits him to center 
the customer’s attention on the articles he wants to 
sell, thus stimulating the interest which must be 
aroused to start every sale. “Nothing else, Madam?” 
or “Is that all?” do not arouse curiosity. 

“Have you seen our new (whatever the goods might 
be) ?” and “There is a new idea used in making these, 
I’d really like your opinion on this line, Madam,” are 
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nicely with the shoes, remem- 

bering the name of the stock- 
ing that was reasonably priced for volume sales and 
stressing to the customer that when presented to the 
hosiery department she would be under no obligation 
to examine them. By doing this, many pairs are 
sold. 

3. Buckles: Buckles that are seasonable, if prop- 
erly introduced whenever an opera pump is tried on, 
are usually sold. This, of course, can also be sold as 
a fashion suggestion to harmonize with the other 
accessories worn by the customer. 

4. Findings: There is really no reason for not 
selling at least one item of either shoe dressing, heel 
cushions, walk straights or shoe trees. If properly 
introduced, without antagonizing the customer, these 
items can easily be put over after the sale is closed. 
A good point at this time is to suggest a bottle of 

(TURN TO PAGE 76, PLEASE) 





Shoe Store Calendar 


>» Hints and Reminders to Snap Up Selling 





LAST week before 

school opening in most 

towns. Go after 
school shoe business in real 
earnest! There should be 
a good school shoe window 
all this week, and tomor- 
row’s paper should carry a 
commanding ad on school 
shoes exclusively. 


A GOOD _ mailing 

folder, or letter, or 

even a government 
postal card with a _ re- 
minder that school begins 
next week will help week- 
end business , e is mailed 
out today. Play up one 
good “special” in whatever 
mailing you use. 





GIVE a pocket knife, 
3 or a top, or some other 

inexpensive prize that 
children will appreciate 
with every pair of school 
shoes sold on Friday or 
Saturday. It will help 
sales! Play up this FREE 
offer in your week-end win- 
dow displays. 


shoes vigorously again 

tonight for Saturday 
business. And if Monday 
is a holiday in your town 
use a separate ad to fea- 
ture “New Fall Shoes for 
the Labor Day Outing.” A 
good hosiery special will 
help Saturday sales, too. 


4 ADVERTISE _ school 





ood Fall Styles win- 

Sow today, featuring 
popular priced numbers. 
Have several little displays 
of your smartest new Fall 
numbers on the cases in- 
side, and price every num- 
ber! Freshen up your win- 
dow displays tonight. 


5 « BE sure and have a 





THIS year “price” is 

more important than 

ever before. Decide 
now which price is going 
to be your big seller, and 
then concentrate on this 
price all through the Fall 
selling season. Talk “lower 
prices” in your ads and in 
your window displays. 








CHECK. stocks every 

Wednesday, watching 

for “outs” in the big 
selling numbers, and for 
slow sellers that should be 
forced out. A rigid stock 
control will help tremen- 
dously in this difficult year. 
How is your stock of rub- 
bers—and umbrellas? 





women’s Fall 
styles would be 
timely any day now. But 
first how about checking 
over your mailing list and 
bringing it up to date? 
When mailings are _ re- 
turned as undeliverable do 
you check them with your 
list immediately? 


10 = A LETTER or folder 


should again feature 

school shoes, but the 
‘major portion of the space 
should be devoted to 
women’s Fall styles. And 
be sure and mention ho- 
siery, too. Change your 
windows today, too, featur- 
ing the styles played up in 
your ad. 


11 TONIGHT’S ad 


THIS should be a 
12 BIG day for Fall 

style business. Are 
you pushing the sale of 
laces, polish and _ other 
findings? Have every sales- 
man mention them _ to 
every customer today and 
see if the results are not 
worth while. It’s all “plus” 
business. 





hint Vili \ 





Giepiays. ‘real SELL- 
ING displays? Is 
there a price card on every 
pair of shoes? Are the big 


14 ARE your window 


display cards carrying 
messages that SELL, em- 
phasizing lower prices, 
style features, etc.? If not 
you’re not getting full 
value from your window 
space! 





ready to go to work 

the first chilly day? 
Now’s the time to have it 
overhauled. And have you 
made a thorough inspec- 
tion of the entire premises 
for Fire and Accident haz- 
ards? This should be done 
at regular intervals. 


15 IS the heating plant 





WHY not send out a 
16 series of government 

postal cards at three- 
day intervals for the next 
two weeks? Feature one 
new Fall style on each 
card. You can send out a 
series for little more than 
the cost of a letter and 
they will be more effective. 
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or September Pro 


and Make Fall Advertising Effective 4 





feature house slip- 

pers? There’s good 
business to be had on this 
jine all during the 1 
season if you give it occa- 
sional window space, and 
keep it out on display 
where every customer is 
sure to see it while in the 
store, 


1 HAVE you begun to 


Fall styles don’t 

neglect to give men’s 
shoes attention. A_ sep- 
arate ad tonight addressed 
to men would be worth 
trying. Feature a sale of 
men’s and women’s hosiery 
by the box for Saturday, 
too, offering slight reduc- 
tions. 


1 IN featuring women’s 


stock disclosed 
wanes early Fall 
styles that are not mov- 
ing, why not use them for 
Saturday specials today, 
putting them out on a table 
and showing a few of them 
in the windows? Have 
something SPECIAL every 
Saturday. 


19 « ¥ this week’s check 





shoes and farm 

shoes, backed up by 
a good window, is a timely 
promotion now if you’re in 
a rural community. It is 
not too early to be think- 
ing about the coming holi- 
day season and what spe- 
cial items you will want to 
feature then. 


21 A LETTER on work 


A NEWSPAPER ad- 
22 vertisement, or a 

letter or mailing 
folder, featuring youthful 
styles, and addressed to 
the young people of high 
school and college age, is 
good publicity. It pays to 
make a direct appeal to 
this class trade frequently. 


Bow is the series 
23 ot mailing cards 

working out? Why 
not use the next two to 
talk about newly arrived 
styles? If you can create 
the impression that there’s 
always someting new ar- 
riving, it will help your 
style reputation—and your 
sales! 


IT’S almost time for 
24 the Baseball World’s 

Series. Why not 
send out a card to business 
men advising them that 
you'll have a radio tuned 
in every day during the he 
series and you hope they’! 
drop in and listen in with 
you frequently? 





make tonight’s ad a 

“Month-End __ Selling 
of Fall Styles.” This will 
give you an opportunity to 
push out slow sellers and 
create business on all lines 
generally. Don’t use price 
comparisons and you won’t 
need to make big price re- 
ductions to put over the 
sale idea. 


2 TO stimulate sales 





26 ts ie | i. — windows 


tMonth-End Selling.” 
Give them a sale flavor 
with attention-getting price 
cards. Create the impres- 
sion that you’re naming 
lower than usual prices on 
Fall styles—but don’t make 
a windows look too 
‘sale 








IT’S hig h time to 
28 be thinki ng of your 

plans for October. It 
will have to be a “high 
pressure” selling month, 
and you should have your 
selling plans’ thoroughly 
outlined in advance, and 
your stocks in shape to 
back up your plans. 








your windows for 
October with new 
backgrounds, or by use of 
some autumn leaves, corn- 
stalks, etc. to give the 
groper October atmosphere? 
om now until Christmas 
hosiery should have more 
space and attention in your 
windows, ads and store. 


2 WHY not liven up 





CHANGE your win- 
3 dows today, remov- 

ing all your ‘‘Month- 
End Selling” trims. Replace 
all price cards and display 
cards inside with fresh new 
ones. Wash all cases and 
lights, and replace all the 
dim and burned out bulbs. 
Brighten things up! 





Experienced observers and acknowledged au- 
thorities on business look for an upturn in retail 


activity this fall. 


The extent to which you, 


as a shoe merchant, will share in the revival 
depends mostly upon yourself. You can help 
materially to make business good—for you—by 
planning your work and then working your plan. 
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Now it’s 
flashing... 
CAVALRY BRO 


every 
jack will O. K. ... $6 to $10 


ER F 


119 GRANT AVE 
S38 MARKET ST 











Reta shoe advertising for 
early August, as evinced by a reading of the adver- 
tising columns of newspapers in 22 good-sized cities, 
was almost 100 per cent “Sale! Sale! Sale!” True, 
some stores only use a minimum of shrieking head- 
lines. On the whole, a comparatively small amount 
of black ink was smeared on the page, and the copy 
for the most part was quite creditable. 

A few of the stores selling the better trade came 
out early in August with announce- 
ments of new fall shoes. The 
number of these ads, featuring the 
new styles, increased as the month 
advanced, and with September the 
appeal of style and seasonable foot- 
wear will have definitely the cry of 
Price and Special Sales. 

Following are some of the Au- 
gust selling arguments gleaned 
from newspaper copy of outstand- 
ing shoe stores: 

SOMMER & KAUFMANN, San 
Francisco—“Here’s your _ break, 
men! Shoes you want to wear... 
at the price you want to pay! 
SHOE SALE. Formerly priced to 
$8.50, $4.95. Fine quality oxfords 
for business wear . . and for 
sports wear . . . in fine black calf 

. or brown calf . . . or sturdy 


O'CONNOR & GOLDBERG 


of footwear that is different 


(Neo Ompress Ougenie 
OG hoes 


that accurately reflect the fashionable 
revival of the heond Supive period 


che them Monday 


Designed ond made vp bo 0 thondard of 
ple ond quality... anh denen ta 0 priaal 


O'CONNOR & GOLDBERG 


205 STATE STREET. SOUTH . . . NEAR ADAMS 


New Fall Styles 


Late August Advertising of Shoe 
Stores Heralds the Advent of Autumn 
and Price Appeal Gives Way to 
Selling Based on Style and Season 


By HARRY R. TERHUNE 


Field Editor 


Scotch grain . . . or white with black or brown. 
Fall weight and fall style. Not all sizes in some styles 
but plenty of all sizes at this price.” 
FAMOUS-BARR CO., St. Louis—‘‘August sale 
of men’s oxfords. Discontinued lines of $8.00 kinds 
. . . $5.85. White buck and white buck with black 
and white trim. Also golf oxfords with rubber or 
spiked soles. Black or tan oxfords on smart, new 
lasts. Black kid oxfords for street and dress wear. 
All sizes but not in each style.” 
GROSSMAN, Chicago — “Sum- 
mer shoes, white and colored kids, 
smart linens, Suva cloth and Czecho- 
slovakian sandals reduced to $1.95 
and $2.95. Suva and linen shoes 
tinted to match your frock free.” 
FONTIUS, Denver—‘ Many 
wonderful values in  seasonable 
styles of fine footwear may be had 
in Fontius’ one-half price sale wo- 
men’s shoes. Included in this sale 
at one-half price and reduced prices 
are I. Miller, Foot Saver, Foot 
Bridge, Foot Friend, Foot Delight 
and other fine footwear.” 
KEELY’S Atlanta — “A fter-in- 
ventory prices on summer’s newest 
$5 shoes, $2.96; $6 shoes, $3.96: 
$8.50 shoes, $4.96. Hundreds of 
smart women will attend this drastic 


O.G Model illustrated 
«cone of the mang Now 
Silos foahared in Suede 
and Gatent Leather 


ad 
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Replace Sales » 


hundreds of pairs of shoes will clear at the 


Don’t let the opportunity slip. 
Sale starts at 


after-inventory clearaway . . . 
most spectacular savings ever. . . . 
Select now! Don’t wait. . . . Come Saturday and save! 


9 a. m.” 


The Mirror, Atlanta—“Half price sale. 


Our entire stock of summer shoes, $3. Never such values before—includ- 
ing black and white sports, brown and white sports, Suva mesh in white 
and natural, white kid, blond kid, patent, satins. You cannot afford to miss 
this sale. But you can afford several pairs of these.” 

BROWN THOMPSON, Hartford—“Great savings on summer shoes. 
Women’s beige kid sandals, hand turned soles, Louis heels, reduced to 
$3.95. White kid pumps, Louis heels, were $7.00, reduced to $5.00.” 

CAMMEYER, New York—“Last three days!—$585 values to $18.00. 
Final clearance. Summer shoes. Sport shoes. Evening slippers. Wide 
selection in black and brown suedes for early fall. We still have every 
size but not in every style. First come, first served. All sales final. No 
exchanges. No credits.” 

HASSEL’S, Chicago—‘“Hassel’s twice-a-year sale. 
third and one-half of actual value, including newly arrived autumn styles— 
$3.85, $4.85, $5.85. Values to $8.50, $10, $12. 

KAUFMANN’S, iaicieiitiaiiitiia of many new styles in smart fall 

shoes, $4.95. These are something 


to boast about . . and there are 
many more lovely styles for fall 
wear. New suedes in rich browns 
and black, patent leathers and black 
kids are leading fashion notes, not 
to forget reptile trims. Pumps, step- 
in, strap and oxford styles. Sizes 
3 to 8, widths AAA to C.” 

FRANK & SEDER, Pittsburgh— 
“First showing of advance fall shoes, 
$4.90. Genuine reptiles and kid—a 
combine that forecasts brilliant pos- 
sibilities for fall and fits in perfectly 
sr yan iss now with your new travel prints. 
We wmmaet aS Genuine Java lizard or python, com- 

te make or bined with black and brown kid. 
tak oi wor Hand-turned in strap or pump.” 

path clang a HALLAHAN’S, Philadelphia — 

| SR “Thirty new styles just arrived added 

to this group NOW $3.85—values 

“D'ARCY" $6.00 to $8.50. Smart new models in 

#10 Eggshell kid.” 


guerantest your invert. | 
BAKER’S, Brockton — “End-of- 
HASSEL’S 


Season Shoe Sale—Tomorrow and 
DEARBORN at VAN BUREN 


Prices now one- 





A GUARANTEED $12.50 
SHOE INVESTMENT 


“HO 





our proposition: We quar- 
antee our $10 shoes to be 








thru next week—Greater variety than 
ever before for women and girls. 
More styles, sizes, widths.” 
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Jeanklin Simon 8 Co 


A STORE OF INDIVIDUAL SHOPS 
FIFTH AVENUB .. . NEW YORK 


For Women and Misses 
Patent Leather on the 
New Fall Dresses, Means 


Patent Leather 
Fall Shoes 


9.00 


This quality last year was *12.50 


All Paris is putting bright bits of patent leather 
on the new lightweight wool dresses in bows, 
lacings, tabs and so forth. So patent leather, 
shoes will shine’ by more than their own light 
this fall, and naturally you'll want your first 
new pair-tu be in this smart leather. And quite 
naturally too, you'll want them in one of these 
new fall shoes fashions. 

Above model has a new wide strap with elastic 
underneath for ‘‘give."’ Patent leather, black 
kid or suede. Also brown kid or suede. 


COMPLETE SIZE RANGE 


g.00 Opera pump with piped scallops. 
Patent leather, black suede or calf. 
Also brown kid or suede. 


Strap pump with new dressy scallops. 
Patent leather or black kid or suede. 
Also brown kid or suede. 


Strap pump with smart piping. Pat- 
ent leather. black kid or suede. Also 
brown cr green kid or brown suede, 


g.00 Step-in opera pump with two-tone 
leather bow. Patent leather, black calf 
or suede. Also, brown kid or suede. 


INDIVIDUAL SHOS ‘SHOP... FOURTH FLOOR 
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Why Profit Stimulates 


OR fear that any of our readers 
F might, in cynical mood, infer 

that the slogan “The purpose 
of business is profit” is just kinder- 
garten stuff and not in line with 
modern issues, let us reduce the sub- 
ject to its simplest terms. Many a 
man will feel that now is the time 
to move merchandise even without 
profit—because that movement makes 
employment for all mankind, con- 
sumption of materials and business 
all the way down the line. 

Let us permit William Trufant 
Foster to press the button that really 
is the true instrument of progress. 
He says: “The profit incentive is not 
merely one motive force among many 
that keeps men at work creating 
wealth and thus determining stand- 
ards of living—but the one force 
without which the others can 
scarcely function at all.” . 

The business and social situation 
that we are now in is not going to be 
corrected by powerful external forces 
lifting industry overnight up to a 
prosperity level. No external force 
can correct an internal error. Resur- 
rection must come from within. For 
that reason, the theme, “The purpose 
of business is profit,” is the most 
timely message that can be presented 
now, just prior to the opening of a 
new season. 

We have reached a crucial point 
in the merchandising of goods. Red 
ink at retail cannot continue for 
reserves are about exhausted. Vol- 
ume for volume’s sake must cease. 
Profit as such must be measured— 
not in terms of gross mark-up but 
in the common sense of net earn- 
ings. 

If tomorrow morning every article 
at retail was sold.at a profit as low 
as one cent over and above the com- 
plete costs of business and capital 
charges, all industry would be cor- 
rected. Sound, substantial business 
progress would start from that mo- 


ment. It isn’t the size of profit that 
is at issue; it is the principle of do- 
ing business without it that is at 
stake. Profits are the heart of all in- 
dustrial life. 

It is as a result of our haphazard 
economic system that a veil of mys- 
tery has been drawn about the busi- 
ness of making. and distributing 
things for the use of mankind. We 
do not live in a simple world.’ The 
present era of highly complex and 
industrial organizations has shown us 
that suspended purchasing power 
plays a tremendous part in the ups 
and downs of business. 

The problem of periodic business 
depressions is far from simple. This 
statement is most evident to anyone 
who tries to understand exactly why 
consumers cannot acquire and enjoy 
the goods which, as producers, they 
readily turn out. We ascribe our 
troubles, in part, to a bald state- 
ment that customers are not buying 
enough. It is for us, now, to empha- 
size the fact that expectation of 
profits is the pulsating force that 
drives the life-sustaining blood to 
every part of the economic body. 


EN, materials and machines, 
ready to do their part, lack 
the driving force which is needed to 
put them into such relations that they 
can go on with the world’s work. In 
the actual economic world in which 
we live the pumping station cannot 
develop much power without the mo- 
tive force of anticipated profits; and 
it cannot long continue to operate at 
all unless the expected profits are 
actually realized. In short, the chief 
urge to business activity is the profit 
motive. 

Now, for an example or two to 
illustrate the point. A chain of some 
sixty repair shops in the East went 
into the hands of the receivers last 
week. Certainly it was not for lack 
of customers. With the economic sit- 


uation as it is, the repair business has 
increased everywhere. But to even 
increase the normal volume, that or- 
ganization offered to repair full soles 
and heels for 95 cents. To do a sim- 
ilar job with a pair of soles at 35 
cents and a pair of heels at 18 cents, 
labor, location and cost of doing busi- 
ness, there was obviously too low a 
margin to permit of profit. The re- 
sult was financial embarrassment to 
the largest organization in the retail 
repair game. 


N another case a chain which has 

enjoyed for years tremendous 
popularity at a fixed price, makes a 
complete switch overnight to a price 
20 per cent below its previous level. 
It could no longer get shoes from the 
same dependable source. It was 
forced to go into the manufacturing 
markets and today a dozen concerns 
supply lower level shoes to this chain, 
which had a certain recognized 
standing in the communities. 

If the chain had had the courage 
to operate on a three-price base, 
holding to the popular quality center 
and making excursions into lower- 
priced shoes and even higher-priced 
shoes, it might have been in a posi- 
tion to lift that small level of profit 
“into the black.” The 20 per cent 
drop in price really necessitated a 
33% per cent increase in volume. But 
the volume didn’t come, and as a re- 
sult—grief not only to management 
and help, but to customers who must 
experiment in buying elsewhere. 

If the first thought of the business 
had been a profit one, greater stress 
would have been placed upon the 
right shoes and the right service, for 
price alone—without the other two— 
is useless. 

Several million more pairs of shoes 
are in the making this year over last. 
They need to be merchandised with 
this line in mind: “THE PURPOSE 
OF BUSINESS IS PROFIT.” 
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the atmosphere of Style that ONCO smartly offers. 
See the page below, reproduced in miniature, when 
it appears as the first inside cover, ‘in four colors, in 


VOGUE for September 1, 1931. 





LOVELY NEW FOOTWEAR -::: NEW FLEXIBILITY 
a NEW ERA of BEAUTYand STYLE 


Trade Mark Reg U $ Pat. OG 





ue most fashionable shoes of the day come to flected by dpersp Leading deal 
Tx im captivating designs of onco Upper = are showing smart Fall shoes created with Onco. 





Stock. So soft in texture, so charming in its wide 
variety of grain and color, so pliably flexible, 
Onco is the most remarkable achievement in the 
eboe industry in many years. 

Feathery light, shoes made of ONnco give the feet 
a chance to breathe, require no breaking in and are 








ONCO INNERSOLES 
Millions of pairs are sold yearly because they 
are flexible, eliminating pull and heel - slipping. 
Non-curling, non-squeaking, ligh: in weight. 
long in life, they make beautiful footwear more 
comfortable. 














lai 


Manufacturers who fashion shoes of ONCO Upper Stock and who use 
super-flexible ONCO Innersoles will find style-wise merchants ready 
to buy them; and the public ready to wear them. 
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Fall: will see the launching of an important 
style publication advertising campaign on ONCO. 


national 





PARIS STRESSES SANDALS 


Harmonize Best with Richly Simple Trend in 
Gowns for Dinner and Formal Evening Wear 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, Boot and Shoe Recorder 


The evening mode this season is 
richly simple. As in daytime clothing, the interest 
centers in the finish and in its surface luster or ap- 
peal. Contrast of color, such as bold uses of black 
and white, rose and black, green and beige, blue and 
fuchsia, browns and reds, flaming colors such as 
Spanish tile, are used with accents of blond and yel- 
low, odd purples with red and rosy accents, while 
greens in all shades and tones appear as accents and 
combinations. 

White in all its simplicity has been made, through 
the sweep of line and luster finish, one of the most 
daring colors for evening. Much of the fullness of 
the evening costume is attained through bias gorings 
and hidden seamings. The next step forward is the 
wrap around and draped skirt of very narrow pro- 
portions. 

Tight skirts always finish about the ankles and in 
the dancing skirts heavy satins are usually draped 
over sheer materials and fabrics. It is anticipated 
that the draped neck will again be in vogue and that, 
while the bodice will be more or less fitted, the skirt 
will drape in folds. 

These fashions were featured in daytime clothing 
with the tiny sailor hat and the afternoon sunshade. 
The long glove and the short evening glove will be 
worn with many bracelets, and lace will again feature 
evening wear. Hence, the footwear should have an 
abbreviated look. 








The shoe illustrated shows a pattern 
which has all the abbreviation of the 
sandal in appearance, yet all the sup- 
port of an evening slipper through the 
toe line and quarter. The woman over 
thirty finds patterns such as this very 
satisfactory for dinner, bridge and 
evening wear. As this woman is the 
woman who is willing to pay for her 
comfort, this pattern is rightfully 
placed in the lines of skilled and par- 
ticular shoe makers. 
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RAJAH 
LIZARD 


IN STYLE 
and 
IN STOCK 


with WALK-OVER 


and other 
good lines 





kk TAILORED-TOWN SHOE 


is the most important type of the 
new season. 


Every woman and girl . . . fashion- 
wise or purely practical . . . will 
choose a shoe of this type... 
suede foundation with generous, 
contrasting trimming of RAJAH 
LIZARD. 





RAJAH LIZARD is admirably suited to the new 
daytime apparel, Woolens dominate the costume 
mode and the smart shoe is the brown or black 


““formalized”’ oxford, richly trimmed with RAJAH. 


WALK-OVER “‘Tahoe’’ Oxford 


ROBERTSON LEATHER CO., Inc. 


41 Spruce Street Headquarters for 
New York City Genuine Reptiles 





NATIONAL SEASONAL 


AND SHOE DISPLAY 
Forecasting Shoes for Spring 1932 


HE National Boot and Shoe Manufacturers Association 

and co-operating exhibitors invite the shoe retail- 
ers of the country to view the displays of the many 
co-operating manufacturers at the Hotel Commodore, New 
York City, November 16th to 20th, 1931; and this early 
announcement is made in order that buyers may now 
make their plans to attend. 


Later announcements will deal with special features of — 
the Exhibition and plans by the co-operating manu- 
facturers to make the National Seasonal Opening and 
Shoe Display Week of interest and value to all who 


attend. 


Trunk line and Passenger Associations, granting reduced 
railroad fares in the United States and Canada, will 
validate certificates entitling those who attend to one-half 
fare returning, if Convention Certificate, properly 
endorsed by local ticket agent, is secured at time of 
purchasing ticket to New York. Trunk line representa- 
tives inform us these certificates are not kept at all 
stations and that it is advisable to make arrangements 
for transportation a day or two in advance. 


Under the Direction and Management of the 


National Boot and Shoe Manufacturers Association 
2812 Chrysler Building, New York City 
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HOTEL 
COMMODORE 


ABA) |. 
ovember 
Oth Pw X\ his 


1931 


OPENING 
WEEK 


The following manufacturers have 
already made reservations: 


557 De Kalb Ave., Brooklyn, N. Y. 
117 Grattan St., Brooklyn, N. Y. 
144 Spencer St., Brooklyn, N. Y. 

176 Livingston St., Brooklyn, N. Y. 

121 Main St., Auburn, Me. 

115 Exchange St., Rochester, N. Y. 

208 Wales St., No. Abington, Mass. 

Elm St., Yarmouth, Maine 

13 Wormwood St., Boston, Mass. 
Wilton, Maine 

F - Webster, Mass. 


J. Albert & Son, Inc 

Julius Altschul & Son 

Artistic Shoe Co 

American Shoe Co 
Ault-Williamson Shoe Company 
D. Armstrong & Co., Inc. 


The Abbott Company 
Bancroft Walker Company 
G. H. Bass & Company 
Bates Shoe Company 
Blue Ribbon Shoemakers 
Boyd-Welsh Shoe Company 
Bradley-Goodrich Company 
Brauer Bros. Shoe Company 
Brown Shoe Company 
Beker & Friedman, Inc. ........ 25 Lafayette St., Brooklyn, N. Y. 
Capitol Shoemakers, Inc. .........cecececcccccccees St. Louis, Mo. 
MRM: UN CR gs ccis c Vette eas «cas oOo de cunaseepaces Carlisle, Pa. 
The Cincinnati Shoe Company Cincinnati, O. 
J. & T. Cousins Company 185 Walworth St., Brooklyn, N. Y. 
Clarendon Shoe Co Classon Ave., Brooklyn, N. Y. 
Commonwealth Shoe & Leather Co. ............2-- Whitman, Mass. 
ee OUMMENOINS. sos cs 6 0&6 oace 0:ebeece 37 Canal St., Rochester, N. Y. 


The A. S. Kreider Shoe Mfg. Co. ..........-.-.- Elizabethtown, Pa. 
wy ago Dittman Co. ....... 632 Sycamore St., Cincinnati, Ohio 

Kuhnert Shoe Corp. .......sesseeeeeeeeees Rochester, N. Y. 
Kur & Lapidus, Inc. ..........-- 164 Tillary St., Brooklyn, N. Y. 
Laird, Schober & Co. ........ 22nd & Market Sts. Philadelphia, Pa. 
Lancaster Shoe Co. ......- dededeecdeuuecacente Elizabethtown, Pa. 
John J. Lattemann Co., Inc. .. 
Leo’s Shoes, Inc. 210 Taaffe Place, Brooklyn, N. Y. 
H. G. Lumbard Shoe Co. Auburn, Maine 


Craddock-Terry Company Lynchburg, Va. 
John Cramer & Son 199 Steuben St., Brooklyn, N. Y. 
Croxton, Wood & Company 313 New St., Philadelphia, Pa. 
Curtis-Stephens-Embry Co., Inc. Reading, Pa. 
Cushman-Hollis Company 209 Court St., Auburn, Maine 
Carmi Cee Mt CO Fee 6 since dicees sucvcatecwcess Carthage, Mo. 
Cornell Shoe Co., Inc 674 Broadway, New York City 
Chouteau Shoe Mfg. Co. 918 So. Boyle Ave., St. Louis, Mo. 
Clement & Ball Shoe Mfg. Co. Baltimore, Md. 
The Chesapeake Shoe Mfg. Co. Baltimore, Md. 
Daniels & Taylor » Derry, N. H. 
Devine & Yungel Shoe Mfg. Company Harrisburg, Pa. 
Diana Shoe Corp. 70 Wyckoff Ave., Brooklyn, N. Y. 
Walmer S. Eater Ca ccccccccccccevedsccseses Columbus, Ohio 
Dodge, Bliss & Perry Co., Inc. .............. Newburyport, Mass. 
MI, IO, oo cdot icc cbceccecsseseccecce Brockton, Mass. 
Dunn & McCarthy, Inc. ........ 41 Washington St., Auburn, N. Y. 
Doyle Shoe Co. Brockton, Mass. 
Dixon-Bartlett Co. ........... 110 W. Redwood St., Baltimore, Md. 
David Shoe Cu. .........seee08. 419 E. Oliver St., Baltimore, Md. 
Eby Shoe Co. Ephrata, Pa. 
J. Edwards & Co. ...........005- 314 N. 12th St., Philadelphia, Pa. 
J. Einstein, Inc 1 Park Ave., New York City 
Elco Shoe Manufacturers, Inc. ..... 73 Stone Ave., Brooklyn, N. Y. 
L. B. Evans Son Co. Wakefield, Mass. 
C. P. Ford & Co., Inc. ....... 12 Commercial St., Rochester, N. Y. 
Feder-Gregg Shoe Co. ........ Gest & Evans Sts., Cincinnati, Ohio 
A. Garside & Sons 3706 36th St., Long Island City, N. Y. 
Gerberich-Payne Shoe Company W. Main St., Mount Joy, Pa. 
Andrew Geller Shoe Mfg. Co. ....735 Lorimer St., Brooklyn, N. Y. 
Ww. GOREeEs Teer ek csccccccccctcoesteces wee "Rochester, N. Y. 
Daniel Green Company Main St., Dolgeville, N. Y. 
Great Northern Shoe Co. ......scccescccscceves Manchester, N. H. 
Gregory & Read Company 685 Washington St., Lynn, Mass. 
Griffin-White Shoe Co. ......... 325 Classon Ave., Brooklyn, N. Y. 
ulius Grossman, Inc. 4 De Kalb Ave., Brooklyn, % Y. 

erman Grossman, Inc, ........... 200 Tillary St., Brooklyn, N. Y. 
Morgan Grossman, Inc. ......... 234 Throop Ave., Brooklyn, N. Y. 
Holland Shoe . aigaialée 30.4 Raabe cene Edadeweoatne Holland, Mich. 
DIME SUE Cli, TOG. cecccccccscdcccceccscccce Philadelphia, Pa. 
Huth & James Shoe ‘Mig. GRE Gisclducicevcssiccsss Milwaukee, Wi 
International Shoe Co. St. Louis, Mo. 
‘Interstate _— MS cA CWReh she Ndotee whamanteed Manchester, N. H. 

ohansen Bros. Shoe Co. beeesee 3640 Laclede Ave., St. Louis, Mo. 

he Julian & Kokenge Co. ........ 422 E. 4th St., Cincinnati, Ohio 
oe Shoe Corporation . 

Kauder Shoe. — eEkes 

‘Geo. E. Keith Com 
Kane, _nem Fo Soccaen -1709 Locust *, P 

a ing ‘ rovidence, R, I. 
The A. S. Kreider PShoe Sedans eC iegiaveneened Annville, Pa. 


‘Boot AND SHOR RECORDER 
ecombining THE SHOE RETAILER, Aug. 29, 1931 


Lax & Abowitz, Inc. ....... 40 Flatbush Ave. Ext., Brooklyn, N. Y. 


H. W. Merriam Shoe Co. .......eeeeeceeeeeeeees Baltimore, Md. 
J. F. McElwain Co. .......++-+eee- 103 Temple St., Nashua, N. H. 
McNichol & Taylor, Inc. Lynn, Mass. 
Miliced MO ac cacesevancsees 164 Tillary St., a a We Me 
Miller & Sons, Inc. ...... Ely Ave. & 14th St., I. City, N. Y. 
Mine Hess & Company, Inc. Akron, Pa. 
Chas. Meis Shoe Mfg. Co. ........ 806 Walnut St., Cincinnati, Ohio 
Metropolitan Shoe Co. Manchester, 
ow Shoe Co. 1308 N. 16th St., St. Louis, Mo. 
W. Minor & Son, Inc. Batavia, N. Y. 
The Moore Shoe Co. r ° Louis, Mo. 
Mound City Shoe Co. Louis, Ln 
oo Shoe Co. 419 E, Oliver St., a 2 
Meyers & Son ... ‘ Baltimore, 
Natural Bridge Shoemakers Lynchburg, 
E. Nettleton Company 313 E. Willow St., Syracuse, N. 
63 *Donnell Shoe Corporation St. Paul, Minn. 
BM A. Packard Cah occccccccvccccccsccsocceseesss Brockton, Mass. 
Paramount Shoe Mfg. Co. ...... 4164 Chippewa St., St. Louis, Mo. 
Pincus & Tobias, Inc. ......... 13 Lexington Ave., Brooklyn, Ne We 
Dr. A. Posner Shoes, Inc. ....140 West Broaduaye New York City 
The Plaut-Butler Co., Inc. Pug sy Cincinnati, Ohio 
Premier Shoe Co., Inc. Island City, N. Y. 
Wee Pe MME GI, coc cccccccsccccseescaceceeneeces Rochester, N. Y. 
The Reynolds Company Providence, R. I. 
Richards & Brennan Co. .......... 32 S. Main St., bey ig Mass. 
Rice-O’Neill Shoe Co. St. Louis, Mo. 
The Rickard Shoe Co. averhill, Mass. 
Roth Shoe Mfg. Co. ......... Sixth & Sycamore Sts., Cincinnati, O. 
Schwartz & Benjamin .... Brooklyn, N. 
The Selby Shoe Company . -7th & John Sts., Portsmouth, 0. 
Samuel Shapiro 183 William St. .» New York 
Sherwood S % +625 S. Goodman St., Rochester, N. Y. 
Shoe Form Co., Inc. . Auburn, FA an 
Stacy-Adams Company 69 Montello St., Brockton, M 
standard Shoe Co., Inc. Philadelphia, Pa. 
strassburger-Styles, Inc. 557 De Kalb Ave., Brooklyn, N. Y. 
Met AUCE CH cccccccccccccecee 315 East 7th St., Cincinnati, Ohio 
The P. Sullivan Shoe Co...........sseceeeesceees Cincinnati, Ohio 
N. B. Thayer Shoe Co. .......... Pleasant St., E. Rochester, N. - 
Seymour Troy & Co. ...........05.- 75 Front St. .» Brooklyn, - 
Tull & Gordon, ag aececud 410 Willoughby Ave., Brooklyn, N 
Unity Shoemaker: 791 Tremont St., Boston, Mass. 
Unity Shoe Mfg. "ce. Inc. Brooklyn, N. Y. 
ulcan Corp. “ave Portsmouth, Ohio 
Wall- Sivester BRO OOS bb caddcdseceaccoseuees North Adams, Mass. 
S. Waterbury & Son Co., a ee 
Weissman-Sass Shoe Co., Inc. Brooklyn, N. Y. 
—— Weinstein Shoe Co. ......++-« Pr. York St., Brooklyn, N. Y. 
Wolf & Sons, Inc. 3 State St., Brooklyn, N. Y. 
Wott ‘aang = Mfg. Co. ....2511 “Suave Ave. St. Louis, - 
Weethey, & oe Mfg. Co. 0 South St., Derry, N. H. 
Tight @ & Rock! and, Mass. 
Wright Govnvits’ McNamara Gir ci ccccadece dddnae Haverhill, Mass. 


IINtINNth 








To Sell Quality in Boys 


Fall Footwear 


Important Stores to Emphasize the 
Better Grades in Their Fall Promotion 


Phew is to be some boys’ shoe 


business this fall. In an important group of stores at least, 
there will be no ifs, ands or buts to that unqualified statement. 
A number of large operators have signified their intention of 
going after this business in an intelligent manner. When one 
considers the character of the stores, together with the revealed 
outline of their plan, it is pretty certain that their boys’ shoe 
business will be a satisfactory part of their business as a whole 
and not the usual side issue. 

Perhaps the most important thing to consider is that these 
merchants do not intend to sell just boys’ black and tan oxfords, 
together with a few high cut storm boots. They have a well 
planned proposition to present to an interested public. It is 
a proposition that sells nowadays, rather than simply merchan- 
dise. Hence the stressing of special features. 


One thought to be hammered home 


is the downright necessity of providing growing feet with shoes 
that fit correctly. Parents are to be educated to the need of 
providing their boys with the best fitting and best fitted shoes 
it is possible for good shoemakers to turn out. 

Among the striking features to be brought to the fore are 
such hidden specialties as sprung shanks, hand pegged shanks, 
sharp tips, lasts correctly shaped to hold the heel and arch in 
their proper places. The fit of the patterns and the wearing 
qualities of the leathers will also be given proper publicity. 

Popular priced stores have been doing what little retail pub- 
licity has been done in the boys’ field along the one track of 
low prices. Up to the present time, they have had very little 
publicity opposition from the stores selling the higher priced 
goods. Now, according to present indications, the stores oper- 
ating in the better grades are to make a fight to get back their 
lost business. This fight will be based on quality and features. 

The advance preparation to sell better grades of boys’ shoes 
is not confined to the advertising department alone. Every 
factor in the several stores has been assigned its part in the 
fight. Publicity, windows and the sales force will be brought 
into play. Salespeople are receiving written and verbal sales 
talks, carefully worked out, on the fine points as to why their 


boys’ shoes should be sold in volume. These talks are a series 
(TURN TO PAGE 78, PLEASE) 


The ever-popular wing tip, full toe, bal 

pattern. Grain leathers are the favor- 

ites. This type is invariably “dolled 
up” with punchings and pinkings. 


Sharkskin tips on both the smooth and 

boarded calf, as well as the fine pebble 

grains are taking well this fall. This 

- Blucher comes with both leather and 
rubber heels. 


The plain calf shoe, used for general 

utility purposes. Considered the favor- 

ite when only one pair of shoes is to be 

considered. The best action is noted 
in the medium lasts. 


The staple light weight plain toe pat- 
ent dress oxford. Designeed for party 
wear or evening entertainments with 
dark blue cheviot suits or unfinished 


worsteds. 
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MiaRCHING on! 


Peters Shoe Parade is selling shoes 
for Peters dealers everywhere 


Every Thursday night, Columbia Broadcasting System, 
9:45 E. S. T., 8:45 C. S. T., 7:45 M. S. T., 6:45 P. S. T. 


pELERS 
Tits 


SHOFS 


Introducing a sparkling new program 
of new stars and old favorites ... 

Peters Shoe Parade is on the air, 
selling shoes for Peters dealers each 


week from coast to coast! 


Just listen in for two minutes. Let 
your feet tap to the swinging dance 
tunes of Vic Young’s 24-piece orches- 
tra, “Diamonds on Parade.” 

Hear Irene Beasley, “The Dixie 
Diamond,” crooning sweetheart of 
the radio audience. 

And the close harmony trio, 
“Diamond Aces of Melody.” It’s 
ose harmony! 

‘This popular program will reach 
its highest level during the Fall months. 
Why? Because these biggest months in 
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the retail shoe business are also the 
biggest radio listener months. 


Tune in, tie in and cash in. Get full 
results from this national campaign. 
Write for window cards, posters, for 
newspaper ads and other special fea- 
tures touse in constantly establishing 


your store as headquarters for Peters 


Shoes. We will furnish them quickly 


on request. 





“Scrappy” Lambert, one-third of Broadway’s 
famous harmony team, “Three Diamond 
Aces of Melody” 


(Above) Irene Beasley, “The Dixie Diamond”, 
famous radio crooner of melodies blue and 


r 
BRANCH oF 


ST. LOUIS 


Let her go—let her go! And how Vic Young 

and his “Diamonds on Parade” do, when they 

get a chance at a high-stepping, fast rhythm 
number. Hear them next Thursday! 





Standardize on 


Cvans Brandon 


‘Three smart 
shoes made of 
Ruby Kid that are 
volume sellers 
and stocked by 
Daniel Green in 
from two to four 
widths. A wom- 
an's padded sole 
wood heel “’Loll” 
by Chantel of 
Paris 4 woman s 
turn Boudoir and 


s turn 
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Be ieee ils uniform poe am to 
DANIEL GREEN COMPANY 


Dolgeville, New York 


This famous and long established firm, specializing in the manufacture of “Leisure Footwear” 
has a reputation of many years standing which they naturally guard zealously. q As spe- 
cialists in the manufacture of slippers their first regard is for the comfort giving features 
of their product. q That they use such large quantities of RUBY KID as they 
do is the best of assurance that it satisfactorily meets their high standards. 

q@ We are privileged to them for this statement: “We like Ruby Kid 
because of the uniform quality it gives our product — also be- 
cause of its flat smooth grain and its very soft satiny ‘feel’.” 

q The realization that so many prominent manufac- 
turers are depending on RUBY KID makes us 
correspondingly watchful of its consistent 

quality. 


JOHN R. EVANS & CO. 


Camden, New Jersey 
St. Louis 
Milwaukee 
Cincinnati 
Philadelphia 
Rochester 
Boston 


ANIEY 


G.U.S. PAY E 


EVANS LEATHER 
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The Outlook 


or September 


Forecast by Editorial Staff of United Business Publishers, Inc. 


esi improvement now seems 
assured for early September. Industrial plants which 
have either closed down or greatly curtailed their 
activities, should be in the market again by Labor Day. 
Consumer goods, both demand and operations, con- 
tinue to lead other lines ; and the requirements of sev- 
eral million school children who will be returning to 
school in the second and third weeks of next month 
should be definitely registered in several retail lines. 
How much more than seasonal the improvements will 
be it is hard to forecast. 

This much is evident, each day brings us closer to 
an extended era of replacement. Despite the fact 
that a considerable volume of consumer goods has 
been flowing through the stores, and with supplies 
and surpluses still in evidence in some lines, we are 


approaching a time when replacement of many more 
of our goods must be made. 

Activity in woolens would seem to assure that the 
“wearing out the two pair of pants,” which is often 
given as the duration of a depression, has been ac- 
complished ; and replenishing of wardrobes on a more 
extensive scale is now in progress. A number of 
months ago a man prominent in the shoe industry 
remarked, “Faced with going barefoot, the public will 
shortly have to increase its purchases of shoes.” Cur- 
rent increased activity in this field seems assured on 
into the fall. From these primary needs for clothing 
we shall soon find that, through constant wear ani 
tear, many of our other goods need replenishing. 

The urge for new goods is even now being stimu- 
lated by actual need in many lines. 





BUSINESS SALES STOCKS 


COLLECTIONS COMMENTS 





Stocks will 
higher 


Fall styles will bring 
marked increase _ sales 
over August and should 
show some improvement 


over Sept., 1930. 


be slightly 
with additions 
of new merchandise, but 
= below Sept., 


Replacement, both by 
merchants and cus-. 
tomers, promises a fairl 
active September. 


No change. 








Passenger cars about 
19% less, trucks 9% less 
than August, and about 
9% and 14%% less re- 
sepetvely than Sept., 


Slightly higher 


AUTOMOTIVE 


August in both lines and 
Cogpoetiy. below Sept., 


About the same_ as 
August, passenger cars 
much improved, trucks 
slightly improved from 
Sept., 1930. 


Passenger car sales esti- 
mated at 165,000 for Sep- 
tember, truck sales 29,- 
000 units. 


than 








Up from 15% to 18% 
(less than normal) from 
August, and off 10% 


DEPARTMENT 
STORES 
from Sept., 1930. 


from Sept., 193 


About 15% heavier than 
August, but a 


New merchandise needed 
to stimulate real buying 
interest, in contrast to 
resent bargain buying 
nterest. 


12% No change in collections. 








About 5% _ greater than 
August. Volume equal 
to Sept., 1930, but dol- 
lar value off 10% to 15%. 


HARDWARE 


Approximately 5% 
heavier than August and 
ooemut the same as Sept., 


About the same _ as 
August but not quite as 
es as Sept., 


Fall merchandise should 
be moving in fair vol- 
ume in September. 











Better in fire and cas- 
ualty, lower in life than 
August. Casualty even 
or better, fire lower, and 
ae off 8% from Sept., 


INSURANCE 


Renewed activity looked 
for in all casualty lines, 
} ing good renewals in 
re. 


Better in all lines and 
some improvement over 
Sept., 1930. 








Improvement anticipated 
over August, and same 
or slightly better than 
Sept., 1930. 


JEWELRY tember, but 


Slightly higher in Sep- 
generally 
lower than Sept., 


Conservative buying for 
Fall trade will begin in 
September. 


Slight improvement over 
August, and about the 


1930. same as Sept., 1930. 








Steel should register 
some slight improvement 
in September. Non-fer- 
rous markets, outside of 
lead and zinc, still de- 
pressed. 


MACHINERY 


METAL 
PRODUCTS 


METALS 


Present rice situation 
in steel industry better 
stabilized than at any 
time in year and a half. 








beginning a 
will show 
over 


September, 

new_ season, 

increase 

and better 

show im- 

provement over Sept., 
1930. 


READY-TO. while in 
WEAR 


crease profits. 








Larger than August, and 
many cases 
lower than Sept., 
higher mark ups will in- 


Careful selection of risks 
will show improvement 
908. August and Sept., 


Buyers extremely cau- 
tious. generally 
adopt policy of smaller 
volume and higher mark 
up. 


1930, 
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NATIONAL SEASONAL 








AT THE 


OPENING AND 
SHOE DISPLAY 
WEEK 
NOVEMBER 16-20 


SHOES 


THE FIRST JUVENILE CORRECTIVE -SHOE 
RETAILING AT THESE PRICES FOR STAPLE 


POLLYANNA 
RADIO PROGRAMS 
WOR 
Newark, N. J. 
Every Friday 
5.45 Eastern 
Daylight Time 
WLW 
Cincinnati, Ohio 
Every Friday 
5.45 Central 


diameter come PATTERNS AND LEATHERS 


NEW YORK 

$2.50 $ 
5 to 8 
Ato D 


Daylight Time 


WGN 
Chicago, III. 
11.30 to 12 
Every Sunday- 

Morning 


$4.00 
2% to 7 
AA toD 
81% to 2 AtoD 


MORE EXPENSIVE PATTERNS AND LEATHERS 
RETAIL SLIGHTLY HIGHER 




















CASE NUMBER SEVEN* 


LEDGER RECORD OF A POLLYANNA DEALER IN A MEDIUM 
SIZED PENNSYLVANIA TOWN 


This is one of many examples which 
demonstrate the amazing possibilities 
for dealers in small and medium sized 
towns, as well as larger cities. 


With the ordinary line of juvenile shoes 
the usual practice is to let retail stocks 
run down during May and keep up sales 
volume during June and July by special 
sales. 

This dealer was persuaded to keep his 
sizes full. The impetus of Pollyanna 
popularity took care 

of his sales, and dur- 


tells a graphic story of how this mer- 
chant nearly made the mistake of 
handling Pollyanna Shoes like ordinary 
juvenile lines—and how his business 
prospered while others suffered from 
the seasonal decline. 


Translated into words, these figures 
demonstrate how, once fitted to Polly- 
annas, children come back again and 
again—and frequently bring new cus- 
tomers. Wise Pollyanna dealers are 

fitting as many as 

possible with Polly- 


annas— with the 
knowledge that they 
have made a steady 
customer never to be 
lost to competitors 
through bargain sales. 


ing the usually dull 
months of June and 
July he made record- 
breaking sales. 


The chart of or- 
ders at the right 


Original order February 19... 199 pairs 
Mail Orders in March 132 pairs 
Mail Orders in April 263 pairs 
Mail Orders in May 
Mail Orders in June 
Mail Orders in July 279 pairs 

1134 pairs 

* We will supply name of the mer- 
chant to non-competitive stores on 
request. 


ber ae 


New York Office and In Stock Department 
196 Church Street 


FROM KINDERGARTEN TO COLLECE 


KEEP THE GROWING FEET HEAL! 
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~ SILHOU-WELT 
EY Bk VELOPM ENT 























OMEN’S shoes that have all the comfort 
and wearing qualities of a walking shoe com- 
bined with the lightness and daintiness of an evening 


slipper! 


Quality, flexibility and lightness are the current de- 
mand—not one, but all three. The SILHOU-WELT satis- 
fies them all. It is a combination of sturdy construction 
with a lightness and flexibility formerly believed to be unat- 
tainable—the quality of the old with the lightness of the 
new. 


SILHOU-WELT is a welt shoe with light, close-fitting 
shank and light forepart, without channels. It is offered 
to the trade in response to the demands of modern style, 
and in it the fundamental characteristics of welt construc- 
tion, universally recognized as a standard of quality, have 
not been changed. 


Retail at $5 and $6 the Pair 


Dealers who now sell the famous AMERICAN GIRL 
ARCH SUPPORT SHOES will welcome this oppor- 
tunity to make their franchise increasingly valuable. 
SILHOU-WELT provides many styles never before 
obtainable, and greatly increases ability to dominate local 
markets. 


Speed and efficiency of manufacture enables us to sell 
this footwear to retail at $5.00 and $6.00 the pair. 
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- ined NAME 
- SHOE WORLD © 


peak Advantages 


1.— Combines the sturdy wearing qualities of heavy 
walking shoes with the lightness and flexibility of 
an evening slipper. An innovation in a welt shoe. 


























2.— Offers the public a welt shoe, always recognized as 
a standard of value, at the same time meeting 
every modern style demand. 


3.—— Can be resoled without losing shape. 
4.,— Made over. normal sized lasts. 
5.— An unlimited choice of styles and sizes. 


6.— Backed by an organization of over sixty-three years’ 
experience in shoe manufacturing. 


Nationally Advertised 


Beginning in September American Girl Arch Support Shoes 
in both Goodyear Welt and SILHOU-WELT construction will 
be nationally advertised twice each week over the Radio. Adver- 
tisements will be published in metropolitan newspapers. 
Millions of women will learn about American Girl Shoes and 
will be directed to local dealers. Be prepared to profit from 
this nation-wide publicity and the interest created in 


SILHOU-WELT. Telegraph today! 


Many of the foremost stores have signed up for 
SILHOU-WELT. Don’t delay if you wish to join these leaders. 


THE SAM. B. WOLF SONS COMPANY 


229 East Sixth Street 
CINCINNATI, OHIO 


ARCH SUPPORT SHOES 
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QUAKER 
CITY 


(Black Mare 


The standard for black glazed 
kid quality has been set and 
maintained by 
QUAKER CITY 
BLACK GLAZED KID 


Always uniform—always depend- 
able—always better in good shoes. 


REGISTERED 


ALLIED KID 
COMPANY 


(0) OF. 0 .@ a On ae DAWES LOhe 
5I9 WLHLL NTINGDON STREET 
PHILADELPHIA 
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STOCK No. R834 


Black Scotch Grain with 
Smooth Black Calf Saddle— 
LEWIS LINE.” 


STOCK No. R835 
Brown Scotch Grain with 
Smooth Brown Calf Saddle— 

LEWIS LINE. 
‘Both on the new Maine last. 

Heavy Single Soles. ° 
Pinking. around the saddle; to 
retail at $5.00 (very profit- 

~ ably). ¢ 


THIS ONE 
RETAILS AT 


5 


VERY 
PROFITABLY 


y ™~ 
h (osse” 18 | \) 
Shoe | 


AGAINI: ve. 


\\ 
Sa 


CROSSETT EXPANDS ITS IN-STOCK 
SERVICE FOR FALL AND WINTER 


Sixteen new stock styles added to the established staples make a 
total of sixty-nine styles in 

CROSSETT and LEWIS 

SHOES FOR MEN 
This is our answer to the ever-enlarging demands of customers who 
have found our efficient stock service a real ally in securing multiple 
turnover. 
Of the new numbers, many are fast-selling “young mannish”’ pat- 
terns. There are also several new lasts of the popular custom type— 
notably the “Favorite” which has just the right balance between 
the extreme and the more conservative toe width. 
We feel it needless to emphasize the character and value of en 
new shoes to Crossett or Lewis customers. 
We would suggest that you write now for your copy of the new Fall 
Stock Book—or, better yet, that you ask for a salesman to show you 
the new line. 


CS 
CROSSETT SHOE CO. 


FACTORY AT AUGUSTA, ME. 212 ESSEX STREET, BOSTON, MASS. 


Coast Representatives 
A. F. Medine, 573 Haywood Hotel, Los Angeles 
Chris E. Nelson, Hotel Gowan, Seattle, Wash. 
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BLACK TANDRITE 


The Highest Development in Tanning Today! 


Shoe by Gregory & Reod 

Company, Lynn, Mass. Three 

eyelet blucher ‘tie in black 

Tandrite Calf with underlaid 

perforations of grey kid 
Style No. 2966 


Black Tandrite—the smartest Calf tanned for women’s foot- 
wear. Fastidious women appreciate its perfect adaptability, 
incomparable quality and beautiful, lustrous finish + Tandrite 
Calf is made of the highest grade skins, is superbly finished, 
has exceptionally fine and flatgrain + Pleasing to retailer and 
customer alike ...the highest development in tanning today! 
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MANUFACTURERS OF MEN’S 








Sentiment—A Short Short-Story 


“{_isten “Walter,” said this writer to Walter Booth, 
“Do you know of a sadder case than the young man 
who joined the Navy ‘to see the world’ and then spent — 
four years in a submarine?” 


“Sure,” he said, with the well-known smile, “I know 
lots of cases sadder than that!” 


“T’ve known many a good Shoe Retailer who joined 
up with a Manufacturer, spent four years and plenty 
of money introducing the Manufacturer’s Shoes in his 
locality and finally built up a right smart trade for the 
Shoes.” | 


“Well, what’s wrong with that picture?” “There’s 
_ nothing sad about that,” sez I. My dumbness being 
charming at times. 

“The sad part is still to come,” Walter goes right 
on without noticing me much, “When the stage is all 
set, the Manufacturer steps in, opens his own store, 
and takes all the cream off the coffee.” 


“Just like the Farm Board idea,” sez I, “turn under 
every third Retailer, hey? Let ’em rot and be ruined!” 


“That’s one way,” Walter went on, “but it’s not 
mine. My idea has always been there’s more to Shoes 
than sole leather and there’s room for Sentiment in 
selling. We've never operated our own stores and we 
don’t intend to. Our obligation to the Retailer is as 
great as our obligation to the Consumer.” 


Imagine! Sentiment in Selling! In this day and time. 
It would be funny if Walter Booth is right, wouldn’t it? 


Yeah, you said it, damn funny! 


WALTER BOOTH SHOE Co. 


302 N. Broadway, Milwaukee, Wisconsin 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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DRESS SHOES 









EYELET + « 
PERFORATED BOWS 


The popularity of perforated footwear for 
Summer wear has brought out the ornamental 
possibilities of Visible Eyelets. As the weather 
grows cooler, eyelet perforated bows will be 
found on pumps, as the vogue for eyelet perfo- 
rated accessories promises to carry over to the 
Fall. Pumps, with eyelet perforated bows, will tie 
up with eyelet tailored hand bags which con- 
tinue in favor. The development of the Invincible 
setting, with its smooth roll-back clinching surface, 
has made Fast Color Eyelets practical for orna- 

mental purposes ...a variety of styles and 
colors to choose from. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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£ as it is the world’s great- 
est shoe-producing center, so 
St. Louis is as well the greatest 
wholesale market for popular- 
priced shoes. Get in touch with 


St. Louis sources; they can serve 
you to advantage © © © @ 
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Americas 


CENTRAL 
Boot and Shoe Market 


T. LOUIS, close to the national production centers of hides, leather 

and cotton, is the lowest-priced large shoe producing center in 
the country. And because of the transportation facilities which reach 
in all directions from this crossroads of industry, it is as well, the 
most logical distribution center. 


Boots and shoes have here been made for many years. Their 
quantity and quality have kept pace with a growing population's 
needs and tastes. Varieties, styles and patterns are vastly different 
now from the St. Louis market of a few years back.— For today 
St. Louis shoe-makers are serving almost every section of the nation. 


_, If you are not wholly satisfied with present sources of supply, why 


not investigate the St. Louis market? Here are some of the world’s 
largest producers— and specialty manufacturers by the score — who 
offer definite advantages of value, price, attractive style and quick 
deliveries. 


The ST. LOUIS CHAMBER of COMMERCE 
and the INDUSTRIAL CLUB of ST. LOUIS 
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Settee 9513...New : 
in design—new in appeal. 
Smart, comfortable, economical 


GIVE YOUR SHOP THE 
CHARM OF DISTINCTIVE 
SEATING 


Independent owners and managers now feature 
individuality—give their shops a background of 
prestige, an atmosphere of distinction to attract 
patrons. And in dressing up their shops they do not 
overlook the factor of seating that is inviting—ex- 
pressive chairs that add charm and loveliness to 
shop interiors. é 

You will be interested in the new American 
Seating Company line of exclusive shop seating... 
beautiful, comfortable, unusual chairs, that are 
certain to increase your patronage. 


American Seating 
Company 


Makers of Fine Seating for Schools, 
Churches and Public Auditoriums 
General Offices: 

Grand Rapids, Mich. 

BRANCHES 
IN ALL 
PRINCIPAL 
CITIES 





Tell your 


Custumers..... 


PEE: CHEE 


keeps WHITE 
VWZAMUIEhe 


wo just will 


wear shoes, in 
spite of Bernarr MacFadden, Isadora Dun- 
can, and the other barefoot boys and girls. 


White’s a powerful word in women’s attire 
this season. White hats, white frocks, white 
sox, white shoes. That means PEE-CHEE 
and plenty of it! For Pee-Chee keeps 
white shoes WHITE. And Pee-Chee 
means man-sized (not midget) profits 
for you. 
Other Pee-Chee profit providers 
are Neutral Creme for black and 


colored kid, and Kid Glaze for 
White kid and calf. 


Order from your jobber. 


The Pee-Chee Cleaner Manufac- 
turing Co., Cleveland, Ohio 


N 


U DEE-CHEE) 


WHITE 3 


SHAKE WELL: 


CIUEUUTEII ITED 
[ss eee! 








ACTUALLY REMOVES 
DIRT AND GREASE. 
SOFTENS AND PRE- 

LEATHER AND 


Pee-Chee 


CUA Ese) (Olen @ Ra\ ia) 
hid Glaze.... Neutral Creme 
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‘ Shoe More Nervice Section 








Devoted to 
DISPLAY EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 





Show Off New Fall Shoes on. 
Smart Display Fixtures 


les hard to create a new stage setting 


with the same old props. And yet, if the shoe store is to cash in on the sales 
power of the new season, it must find ways of dramatizing to its customers the 
story that summer is ended and fall is here. It must impress people with the 
fact that season and fashion have turned the corner and the old shoes will no 
longer suffice. 

Window displays offer one of the big effective ways of calling attention to 
the new merchandise and stressing its desirability from the standpoint of style Here’s a type of display stand 
and season. This cannot be accomplished, however, by merely putting fall shoes that permits the showing of 
in the windows in place of summer ones. The public isn’t as interested in Shoes with the correct hosiery 
hoes as you are and something must be done to compel attention or people 274 accessories. It paves the 
” y : 5, P A poor way for the salesmen to use sug- 
will pass you by without even being aware that you are showing new shoes, in gestive selling in pushing ac- 


new patterns and materials. cessories to corral — elusive 
extra profit. 


A modernistic display -= : F resh backgrounds, panels and 
cabinet that focuses li ene - decorations are the stage settings that enable you to drama- 
attention on the indi- | ate ane x é ¢ , (les sa 
vidual shoe by lifting © tize to your public the fact that fall is here and it’s time to 
it out of its environ- | buy fall footwear. Display stands and cabinets are the 
—_ Pa ge - F properties that add emphasis to the story. A complete 
deme canted f change in the appearance of your windows will get atten- 
displays. 4 : tion and cause the busy people who pass your store to stop, 
look and buy. 

Because of this elementary fact in sales psychology, it’s 
a good investment to buy some new display stands to give 
your windows a complete freshening up for fall. Style 
and season are the big compelling sales arguments for the - 
next few months, and smart display stands serve to empha- 
size the smartness of your shoes. 

Some stores haven’t changed their display fixtures for 
years and yet they wonder why people pass them by. Stores 
and their merchandise are judged largely by the way in 
which merchandise is displayed. That may be unfair, but 
it’s very human and natural to assume that the store whose 
display equipment is out of date is equally behind times in 
its styles. Smart, seasonable window displays, reinforced 
with effective advertising, furnish the best selling ammu- 
nition for September, October and November. 
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Tie beginning of 
a new selling season is the 
logical time to give thought 
to freshening and improv- 
ing the appearance of the 
shoe store, both within and 
without. - The question of 
what sort of an interior 
treatment it should have is 
a decidedly more complicated problem today than it 
was back in the times when the layout of a shoe store 
was pretty definitely standardized, with utility the 
chief object in view and relatively little attention given 
to artistic effect. 

"Today appearance is vitally important as a factor in 
shoe store planning and decoration, for it is recog- 
nized that environment has a subtle but none the less 
tangible effect upon the customer and the theory that 
more pairs of shoes can be sold in an attractive store 
has gained very general acceptance among modern 
and progressive merchants. 

True, there are many who believe that the trade has 
gone too far in the creation of expensive salon type 
and club-like interiors, setting a pace in the days of 
easy prosperity that only the exceptional store can 
afford to maintain in an era like the present, when 
profits are narrower and business harder to get. 
However, the fact remains that customers have been 
educated to expect that the modern shoe store will not 
only be efficient from the standpoint of service but 
that its furnishings and appointments will be comfort- 





fav 







Women’s shoe depart- 
ment in the beautifully 
appointed store of Lind- : 

ner & Co., Cleveland. =) 
Chairs, fitting stools, dis- 

play stands and tables are 

of fabricated aluminum 

alloys. 


able, appealing and at least in good taste if not luxur- 
ious. | 

How far the individual shoe store can go in creat- 
ing this interior atmosphere of beauty and refinement 
is, of course, a question that the owner must deter- 
mine on the basis of the character of his own busi- 
ness and its sales possibilities. It is important to re- 
member, however, that good taste in shoe store decor- 
ation and furnishings does not necessarily demand the 
spending of a large sum of money; it is perfectly 
possible to spend a small fortune with results that are 
appalling, and unfortunately that very thing has hap- 
pened all too frequently in recent years. 

Good taste plus good judgment, reinforced with 
the advice of a capable interior decorator, will often 
work wonders with a modest expenditure, and the 
manufacturers of store equipment have developed 
styles of chairs, display tables, fitting stools and other 
store furnishings that add immeasurably to store ap- 
pearance at a moderate outlay. New furnishings add 
freshness to the appearance of the store, attract cus- 

tomers and impress 
rr them with the idea 

that the firm is a 
progressive, up and 
doing organization. 
That is an enviable 
reputation for any 
shoe store to have. 
It is a definite sales 
asset. 
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The Story of Merchants 


Who “T alked” Themselves Into Believing Times Were Bad ... Who Later 
Woke Up to the Fact That People Were Still Buying, But in a Different Way 


THEY DISCOVERED They Caused 
Their Own Depression 


<4 
WeLL, Mr. Clark, how’s business?” 


“Terrible!” I had replied so many times that I actually 
got to believing it was. In fact, I talked myself into think- 
ing times were bad. My business nearly went to pieces. 
Until one day when I talked to young Jack Merrill down 
on the corner. . 


I asked him how business was. He said, ‘‘Swell!’’ I didn’t 
believe it until he showed me his books. There in black and 
white were figures that showed he was getting more busi- 
ness every month. While I was just getting by. And then 
he told me frankly how he did it. 


: vy vr 


A recent survey of 631 retail merchants revealed the pres- 
erce of the conditions described above. The paragraphs 
that follow show how they were overcome. And how any 
progressive merchant can accomplish the same result. 


Ic isn’t that people have stopped spending. For some mer- 
chants are actually making more money than ever before. 
Penple are simply buying in a different way. They're more 
careful where they buy, as well as what they buy. Size or 
locytion are not the deciding factors. Large corner stores 
are being outsold every day by smaller stores on side streets. 


It’s true that merchandising methods are important. But 
first of all you've got to have a modern store to get shoppers 
to come in. Unless they do, you won't have a chance to 
sell them the goods you've so carefully selected and priced. 


Progressive merchants are now remodeling their stores. 
Good looking fronts and windows attract people. When 
they get inside up-to-date display and convenient arrange- 
ment make it easy to buy. 


Letters received daily—as well as the opinions of the 631 
merchants interviewed in a recent survey —prove that Grand 
Rapids store planning and up-to-date display equipment 
get the business in good years or bad. Customers every- 
where are now trading only in the most attractive stores. 
And an efficiently operating store plan cuts overhead — 
boosts profits—whether you're in Butte or Boston. Local 
conditions may vary, but these fundamentals of retail suc- 
cess apply anywhere. 


A request for further information will not obligate you in 
any way, but will enable our nation-wide organization to 
serve you with many suggestions which can help solve 
your profit problems. Write for details today. 





THIS COUPON WILL BRING YOU COMPLETE INFORMATION 





Grand Rapids Store Equipment Corporation 
1597 Madison, S. E., Grand Rapids, Mich. 


Gentlemen: We are interested. Please send further information and 
literature.” 





GRAND RAPIDS STORE EQUIPMENT 


GRAND Rapips STorE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Mich. Branch Offices and Representatives in every 
territory. Factories: Grand Rapids; Portland, Ore.; Baltimore; New York City 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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SPRING STYLES 


October 


Leaders in Associations 


Antes several months of doubt 
as to the National Joint Styles Conference, commit- 
tees with power to act met in New York last week 
to determine the joint action of the National Shoe 
Retailers’ Association, the National Boot and Shoe 
Manufacturers’ Association and the Tanners’ Council 


National Color Meeting in New York as. Usual 


CONFERENCE 


8 and 9 | 


Reach Accord to Hold 






days’ meeting, during which a color and style pro- 
gram for the Spring of 1932 will be formulated and 
then broadcasted to the entire trade as an interpre- 
tation of advance fashion trend and a guide for the 
industry to follow in the use of colors and selection 
of styles for the new making season ahead. 





of America. It was unanimously 
voted to hold the Styles Confer- 
ence in a two-day session—Octo- 
ber 8 and 9—at the Hotel Astor. 

The first day’s session is to be 
devoted to “program in the mak- 
ing,” when all the detailing and 
specification of anticipated de- 
mand will be debated, voted ppon 
and finally drafted into the in- 
dustry’s recommendations for 
Spring and Summer selling 1932. 
The second day’s session would 
include the general fashion forum 
and the ratification of the recom- 
mendations. The morning ses- 
sion of the second day will permit 
authorities, national and interna- 
tional to express opinions as to 
























2 Dee PY a ten eer p ed: 







COMING EVENTS 


Sept. 14-15—Annual Convention 
New York State Shoe Retailers 
Association, Schenectady. 


Oct. 8-9—National Joint Styles 
Conference and First Official 
Showing of Spring Leathers, 
New York. 


Oct. 8-9—Annual Meeting of 
National Association of Shoe 
Wholesalers, New York. 


Nov. 16-20 — National Seasonal 
Opening and Shoe Display 
Week under auspices of Na- 
tional Boot and Shoe Manufac- 
turers Association, New York. 


Jan. 4, 5, 6—Annual Convention 


and Exhibition of National Shoe 
Retailers Association, Chicago. 


“Conforming with past custom, 
the several styles committees of 
the National Shoe Retailers Asso- 
ciation, in collaboration with 
recognized stylists from the silk 
and garment trades, fashion 
magazines and the shoe and 
leather trade, will meet at the 
Astor on Oct. 8 and draw up 
their style programs for women’s, 
men’s, children’s and “volume” 
types of shoes. 

“The meeting on October 9, at 
the same hotel, will present an 
unusually interesting combination 
program which will give con- 
sideration to business conditions 
as well as of style and its de- 
velopment in footwear and acces- 
ories. Arrangements are already 




















the trend of style; the afternoon 
session to analyzing and defining 
the style platform and accepting 
it for all to follow in preparation for next Spring. 

The semi-annual showing of American leathers will 
take place in the ballroom of the Hotel Astor in 
simultaneous session. The dates for the Spring open- 
ing of American leathers were set some time ago and 
plans are already under way to give leather a dom- 
inant position in the Spring and Summer selling 
season. 

The following official statement was given out this 
week by the National Shoe Retailers Association : 

“A meeting of members of the joint Styles Con- 
ference Committee, acting in behalf of the National 
Shoe Retailers Association, The Tanners’ Council of 
America and the National Boot & Shoe Manufac- 
turers Association, to consider plans for the next 
semi-annual style meetings was held at the Hotel 
Astor, New York, last week. 

“The committee selected Oct. 8 and 9 for the two 
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under way to secure several out- 

standing speakers on business 
conditions and fashions. The committee believes the 
program will be among the best ever presented and 
that it will be so helpful and interesting that a record- 
breaking attendance will be recorded. 

“With each succeeding season the value of the style 
work of the Joint Conference Committee is becoming 
more and more recognized and supported by the en- 
tire shoe and leather industry, a fact that is evident 
from the constant increase in attendance at the meet- 
ings and the constructive use by the industry of the 
style and color recommendations promulgated through 
the committee’s report. 

“In connection with the meetings of the commit- 
tees on the two days named, the seasonal display by 
the Tanners’ Council of American-made leathers, will 
be giveri in the grand ballroom of the Astor. At this 
showing the tanners will show for the first time their 


[TURN TO PAGE 86, PLEASE] 
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THE PATRICIA 


Style 2003 — Black Suede — $5.25 
Black Kid Trim 
Littleway Construction 


—_@e———_- 
AAAA 6-9, AAA 5-9, AA 43-9, A 4-9, 
B 3-9, C 23-9. 
Last 14 Heel 16/8 Louis Wood 


So ges: 


THE ELINOR 
Style 6056 — Brown Kid — $5.35 
Genuine Calcutta Lizard Trim 
Welt Construction 


—_e——- 
AAA s* AA 43-9, A 4-9, B 3-9, C 23-9. 
Last Heel 154/8 Cuban W ood 


N. Y. 


THE BELLE 
Style 6079 — Brown Kid — $5.25 
weneee had Alligator Trim 
Welt Construction 
——@——_—— 
AAA 5-9, AA 43-9, A 4-9, B 3-9, C 23-9. 
Last 17 Heel 14/8 Leather, Fibre Lift 


THE VIRGINIA 
Style 6076 — Brown Kid — $5.10 
Genuine Baby Alligator Trim 
Welt Construction 


> 
AAA 5-9, AA 43-9, A 4-9, B 3-9, C 2}-9. 
Last 17 Heel 15/8 Peg Leather 
Fibre Lift 


THE PELHAM 
Style 8045 — Brown Suede — $5.35 
Genuine Baby Alligator Trim 
Welt Construction 


—e——_ 
AAA 5-9, AA 43-9, A 4-9, B 3-9, C 23-9. 
Last 88 Heel 16/8 Peg Leather 


THE DEL RIO 
Style 6075 — Brown Kid — $5.35 
Genuine Baby Alligator Trim 
Welt Construction 
° 
AAA 5-9, AA 43-9, A 4-9, B 3-9, C 23-9. 
Last 14 Heel 16/8 Cuban Wood 
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Trends on Fifth Avenue 


\ 


Original and Novel Ideas Exemplified in 
New Footwear Shown in the Shop Windows 


New Y ork—Smartest of: Fall patterns 
are shown in Fifth Avenue windows. Delman makes 
a specialty of unusual oxfords. Fancy overlay pat- 
terns of kid and calf in matching shade to base of 
mink suede places a theme hitherto shown in moire 
and gold kid evening slippers into the daytime oxford. 
These overlays should become important. 

The ingenuity with which these varied overlays are 
worked out is a lesson in pattern detail. A black kid 
pump is attractive with one line perforation in narrow 
stream line across the front of 
pump in Calcutta lizard, widen- 
ing toward the quarter line. 
Black serge cloth tip and per- 
forated black calf adds still an- 
other motif to the varied and 
attractive Delman models. The 
serge gives the appearance of 
Boroso and yet has a smooth 
finish. Grosgrain is used to tie 
all oxfords. Odd buckles stand 
out in this collection. 

Bergdorf-Goodman displays a 
smart two-toned lime green 
satin evening pump. The throat 
is overtied in a silver striping, 
open centre underlaid. Toward 
the top line are two inserts of 
silver mesh. This pump is lined 
in pink, looking very attractive 
as a complement to an ermine 
evening coat. Four-eyelet ox- 
fords with beige lustre smocking 
are the material seamings of otherwise seamless 
quarters. Brown suede and baby alligator tip and 
foxings in scalloped patterning are shown. The 
quarter overlay attained almost vertical lines which 
terminated at the heel breast. 

Bonwit-Teller sponsors black suede with stitched 
patent detail, styled with a blucher throat with round 
patent edge. A dull Chinese brocade in two tone, 
also antique gold with center strap and stirrup quarter 
opening for evening; a casual slipper of black satin 
with high box toe and vamp strapping styled with 
small buckle at base of toe line. A high riding ankle 
strap completed the effect of the windows. 

An afternoon number is styled with a long patent 


opening. 
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HIGHLIGHTS OF THE 
AVENUE 


Bergdorf-Goodman—Two-toned lime 
green satin evening pump. 

Bonwit-Teller—Dull Chinese brocade 
in two-tone, also antique gold with 
center strap and stirrup quarter 


1. Miller—Black and brown pin seal 
in combination with lustre. 

Cammeyer—Black and brown suede 
pumps with large buckles in bronze 
and steel backed with velvet. 

Shoecraft — Brown kid with sabot 
strap, perforated and underlaid in 


Pinet—Light blue T strap with spider 
web twist under the center strap. 

Modern Mode—Smart pump in mink 
suede with mock toe cap fashioned 
of narrow patent banding. 


quarter and brown crepe vamp. Here again is seen 
the introduction of the deposit overlay in a panel 
effect. It has much the same appearance as silver laid 
over glass in festoon design. Cord laces were effec- 
tively used in these shoes. Black suede with colonial 
and cut steel buckles with orange and red backings 
add a dressy afternoon picture. 

Miller shows black and brown pin seal in combi- 
nation with lustre. Here again the festoon underlays 
were noted. These shoes, some in three eyelet types, 

were edged and banded with 

lustre. Some patent and Cal- 
cutta pumps piped in silver 
showed a smocked throat in 
combination of materials in 
asymmetrie effects.. Beige Cal- 
‘ cutta, was also shown in com- 
binations with brown patent. 
At Cammeyer’s black and 
brown suede pumps were dis-. 
played with large cut steel 
‘buckles in bronze and _ steel, 
backed with velvet and blanket 
stitched in fuschia and purple. 
Saks shows alligator in Wales. 
oxfords, smart for continental 
travel and golf. The inside or 
flesh sides of hides are now 
being snuffed in order to be 
used unlined. Dinner pumps 
were shown in satin dotted 
faille with bagette and crystal 
buckles. Pink mules overlayed 
with beige lace and strappings were of silver kid. 

Shoecraft displays brown kid with sabot strap per-_ 
forated and underlaid in beige. Also a low heeled 
pin seal walking shoe, piped with lighter cordings. 
Fine pinking creates a smart edge on the one punched 
calf trim. 

Pinet has a strong light blue T strap with spider 
web twist under the center strap and two side cut- 
outs. There is an Oriental cut-out on the top strap 
line. This shoe is piped in beige. Another model is a 
Reseda green kid three-eyelet oxford with beige Cal-. 
cutta buckle effect, underfaced in green Calcutta. 
Green Calcutta inlays created a stream line saddle. 

[TURN TO PAGE 86, PLEASE] 
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“FIRST WITH THE NEWEST OF THE NEW” 


_ WABAN SHOE CO. OFFERS 


- IN-STOCK for IMMEDIATE DELIVERY 


“SMART COLONIAL TONGUE’ 
effects 


In all the new High Style Materials 
Velvets 
Moires 
Satins 
Suedes 
and combinations | 


EMPRESS <a (Lil QUEENIE 


EMPRESS, large combination tongue conceal- ae? 
ing \gore. Our 77 last, 20/8 spike heel. Wide QUEENIE, large combination tongue conceal- 
grosgrain ribbon bow. ing gore, wide grosgrain ribbon bow with 

No. 201 Black Moire, Velvet and Moire pa ang a tip to match. Our 76 last, 16/8 

Tongue. cuban heel. 

No. 202 a Moire, Velvet and Moire No. 101 a Moire, Velvet and Moire 

ongue. ongue—no tip. 

No. 203 Black Velvet Vamp, Moire Quarter No. 102 Black Suede tip of Patent Leather 

and Heel, Velvet and Moire Tongue. : and Black Kid Suede and Patent 
. 204 Brown Velvet Vamp, Moire Quarter Tongue. 

and Heel, Velvet and Moire Tongue. No. 1 B 's = P 

Black Satin Vamp, Moire Quarter o. 103 pet poe is up ° Ki Si ve d eye 

and Heel, Satin and Moire Tongue. inne ven rown Kid Suede an 


Brown Satin Vamp, Moi t Patent Tongue. _ 
and Heel, ‘Satin aaa Moire Peanter No. 104 Black Patent Vamp, Moire Quarter 


Black Patent Vamp, Moire Quarter and Heel, Patent and Moire Tongue, 
and Heel, Patent and Moire Tongue. @ no up. 


he $ 3 Widths 
2% = 
30 Days Per C 
Pair 


‘LeoGordon ? . Henry Hermer 


WABAN SHOE CO., INC. 


445 MARBRIDGE BLDG., NEW YORK 


FACTORY, PLANT COMPANY BLDG., BOSTON 
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IDEAS SELL MORE MERCHANDISE 
THAN PRICE ALONE CAN EVER SELL 


Back in early 1929 a large number of manufac- 
turers and merchants, had begun to realize that 
the way to sell goods was to invest each article 
with an “idea” which when conveyed to the 
ultimate consumer would fill her with a great 
desire to own that particular article. 

For instance, instead of telling women how 
sharp the knives were, or how long the enamel- 
ware would last, enterprising stores sold moun- 
tains of new kitchenware by telling women about 
the new “idea” of color in the kitchen ensemble. 
So it was in every department —“ideas” were at 
last appreciated as the most powerful of all mer- 


chandising forces. 


They still ‘ache the competitive prices of 
the past two years have led many merchants away 
from the paths of wise merchandising. It’s time 
to emphasize ideas again—to give customers 
reasons to buy —reasons why they will be happier, 
better-looking, or more fashionable if they buy 
your merchandise. 

The Matrix. idea is a selling idea, a mer- 
chandising idea capable of building up a tremen- 
dous volume of busines, The shoes are smart and 


we're proud of their workmanship, but the thing 


~. about Matrix Shoes that sells them to a rapidly 


increasing number of women is the Matrix idea 


—the moulded sole—“Your Footprint in Leather”. 


E. P. Reed 6 Co. cordially invite you to visit them in Room 1104, Hotel Commodore, 
during National Seasonal Opening and Shoe Display Week—November 16th to zoth. 


E. P. Reed & Company Maintain Quality Standards in All Their Lines: 


SPORTVIEW SHOES...VARSITY GOLF OXFORDS...TYLESS SPORT SHOES 








AND 


““YOUR FOOTPRINT IN LEATHER” 


E. P. REED & CO., ROCHESTER, N. Y. 


New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg 


ez Heywoop Boot anp SHozt Company of Worcester, Mass., has been 
licensed to manufacture Matrix Shoes for Men. 
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THE FRENCH ZN 
COLON ) 
IMPETUS TO BIN 


BROWNS [Mil ano BLACKS 


VICI 2163 A Brown reflecting the VICI 401: The Dull Finish continues 


spectrum of Fall fashions. oat the favorite of the sophisticated woman with 


unerring taste in fashion. 
VICI 2183 A rich deep Brown, 


thoughtfully chosen to complement the VICI] 402: A medium BI ack, brighter 
Fall trend. than Mat but duller than Glazed. . .a finish that 


can go anywhere and always be in the mode. 
VICI 2253 A Brown bespeaking fi 


— luxury: for -wamen ond a neces: VICI 4005 Black Glazed, staple which 
sity tor men. ' has often been imitated: -but never equalled, 


a 
AND ) takes its perennial place in the world of chic. 
Ons . 


VICI 4123 A distinguished Green foreshadowing 
the new importance of the colour accent in the accessory. 


VICI 505: A triumph in Fall Blues. 


VICI 325: A Beige of individual character, yet 
harmonizing with other colours. 


SEND FOR ROBERT H. FOERDERER, INC. 
SWATCHES FRANKFORD, PHILADELPHIA 


Cl kid 


REG. U.S. PAT. OFF. 
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“The Tona’’ 
No. B773—Demi Dull 
Black ‘and White Java Ring 
and Heel, 


peng em munya 


‘sh 


lea eee 


Sizes: 


4% to 9; A 4 to 9; B 2% to 





et See en IA ete oe 


ae 










“The Queenie’’ 


ment Trimmed with Rajah Li 
16/8 Covered Hee 
Sizes: 
9; A 4 to 9; B 3 to 8; Cc 4t 





“The Sunset” 





No. 
ping: and Genuine Black and 
Trim,, “256 









Sizes: AAA 5 to 8; AA 
B,4 to 9; C.4: te 8; D 4 to 8 












Black Kid; Genuine 
161 Last, 16/8 Java Covered Heel 
AAAA 5% to 9; AAA 


No. B 779—Demi Black Kid Front Gore Orna- 


1 
AAAA 5 to 9; AAA 5 ae AA i% to 


6 784—Black Kid with Perlustre Strip- 


Last, 14/8 Covered Heel... 
4% to 9; A4 to 9; 


SHERWOOD SHOE COMPANY 


FALL STYLES IN STOCK 


Flexible SHERIMODE Welts 














Lizard Tongue 





Sizes: 
B 4 to 8; c 4 









8 
5% to 9; AA 
9; C 4 to 8. 


“The Leland” 
No. B 77i—Semi Dull Kid, Ring Lizard Calf 
Lace Stay, Grey Perl Kid Vamp Collar; 256 
Last, 14/8 Leather Heel...............+. 4.75 
Sizes: AAA 5 to 9; AA 5 to 9; A 4% to 9; 
B 4 to 9; C 4 to 8%; D4 to 8%. 


zard; 161 Last, 


B 4 to 8; C 4 






“The Tess’’ 
No. B778—Demi Black Kid, Genuine Grey 


aun Lizard Trim, 161 Last; 16/8 Covered 
 cshatquvasemrscecsiieesshttauwiads 

Sizes: AAA 5 to 9; a6 5 to 9; A 4% to "9; 

B 4 to 8%; C 3% t = 





Covered Cuban Heel 
Sizes: AAA 5 to 9 
B4to 9; Cito 8 


* 


White Lizard 


- $5.00 


NET 30 Days 


* "Terms: 


25 cents per pair extra on all orders for less than 3 pairs 


ROCHESTER, N. Y. 


“The Sibley” 
vine Park, Amber ‘Alligg 


“The Leonard” 
No. B 786—Brown Suede with Genuine Brown 
=f Alligator Trim; 165 Last, 16/8 Leather 


5.51 
“etwe A 4% to 8; 


“The Leonard”’ 
No. B 787—Black Suede with Genuine Black 
Heel “Alligator Trim; 165 Last, 16/8 Leather 


360°" A 4% to 8; 


“The Seamp”’ 
No. B 768—Dull_ Mat Goat; 


ulead A 4% to 9; 


to'8;"A 4% "to 8; 


161 Last, s/s 


Po 


“The Tess’’ “The Eton’’ : 

No. B 4084—Genuine Dark Amber Alligator. No. 8770—Dull Mat Goat, i Black No. B 785—Gen OF ; 
165 Last, 16/8 Solid Leather Heel... ,..$6.00 inetd Pela, tel Lane 1078 Governed Heel. 86-00 165 Last, 16/8. Solid. Leather, eels. 6.00 
Sizes: AAA 5 to 8; AA 5 to 8; A 5 to 8 Sizes: AAA 5 to 9; AA 6 to 9; A 4% to 9; Sizes: AAA 5 to 8; AA 5 
B 4 to 8; C 4 to 8. B 4 to 9; C 4 to 8%. LB 4 to 8; C 4 to 8 

No. B 76¢—Same” in Almora Kid, with Genu- 

ine Coffee Lizard Trim....:........... 

es AAA ip Os Rane AA 5 to 9; A 5 to 9; 

B4to9;C 4 
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"The comfort, durability, and smart appearance 
of footwear, whether for sport or dress, depend 
largely upon the quality of the hidden parts of the 
shoe... The fusing qualities of Celastic insure a 
smooth, comfortable toe, free from wrinkles. The 
smart lines of the last are faithfully reproduced 
and maintained in the toe of the finished shoe. 
‘Celastic Box Toes are now universally used by 
manufacturers in all price fields. 


- UNITED SHOE MACHINERY CORPORATION 


Boston, Massachusetts 





THE QUALITY BOX TOE 
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NAT ann BRIDGET 


GO ON THE AIR NEXT THURSDAY 


SEPTEMBER 3 


Be sure to hear them over any of 
the following sixteen stations: 


Cincinnati 
New York City 
St. Paul 


B 
Springficid, SN boc Wake ceeee . WBZ 


and know that millions of men, women and 
children also are hearing them—and will ; 
want to buy Natural Bridge Shoes. Are 
you prepared to meet this national prefer- 
ence for shoes which are 


GOOD TO THE FOOT 
GOOD TO THE EYE 
GOOD TO THE POCKETBOOK 


‘and are immediately obtainable from the in-stock department of the 


NATURAL BRIDGE SHOEMAKERS 
WHO ARE GOOD TO THEIR DEALERS 


If not wire us at once for full information about a profitable plan. 


WOMENS 
STYLES 


Dy t 
TT) 
* 
NATURAL BRIDGE SHOEMAKERS 


Division of Craddock-Terry Company 
LYNCHBURG VIRGINIA 
New England Distributors—MclIntosh Co., Springfield, Mass. 

Pacific Coast Branches 

CRADDOCK-TERRY COMPANY 

San Franciseo, Cal. Portland, Ore. 
New York Office—-Marbridge Building 
Chicago Office—Republic Building 
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Sinners 
SHOE FABRICS 


A fashion check-up of smart styles 2 
in footwear reveals that virtually 
all leading makers use shoe fabrics 


from the Skinner looms. 


The reason: Quality that runs uni- 
form and absolutely dependable. 
Fabrics that keep pace with style 
trends. National advertising which 
makes the name Skinner an asset 


to every shoe sold. 


‘**‘LOOK FOR THE NAME IN THE SELVAGE"’ 


WILLIAM SKINNER @& SONS 
Established 1848 
43-45-47 E. 171TH Street, New Yorx CiTy 
CHICAGO BOSTON PHILADELPHIA SAN FRANCISCO 
Foreign Agents in leading countries 


SKINNER‘S SHOE SATIN ... SKINNER’S 
SHOE CREPE ... SKINNER’S SHOE 


.. SKINNER‘’S SHOE MOIRE 
SKINNER‘S “VRILLE” 


FAILLE 
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Evening slippers created 
of Skinner's Shoe Fabrics 
by the 
STONE SHOE CO., INC., 
71 Fifth Ave., New York. 
Advanced Fall models, 
1931. 


NY aaa 


Pajama Mulette. Skinner's 
Shoe Satin, trimmed with 


gold kid and Skinner's Moire. 





Evening Hostess Slipper — 
made of Skinner’s Shoe Satin, 
trimmed with silver kid and 
Skinner’s Shoe 
Moire. High 
French heels. 


Hostess Bridge Slipper. 

Skinner’s Shoe Moire vamp. 

Satin trim with gold kid and 
eyelets. 











aa ee 


the same shoe in ALL SIZES? 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in. 
all sizes by using Coordinated Lasts and Patterns . . . The 
smaller and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 


from the 4B model. 

When you insist upon Coordinated Lasts and Patterns you 
have the guarantee of machine precision throughout as 
against hand work . . . Ours is the original and only 
machine grading. All other grading is hand grading and 
therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 
~ & & @& @& & & & & & & & 2 a2 a 4 


™s 
LAST 
WORD 














UNITED LAST COMPANY + BOSTON =: MASS. 
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EXCLUSIVE, PATENTED FEATURES 
THAT MAKE A 


Profi lable Mer 


$@.v0 


Air Tred Shoes on display in 
rooms 939 and 941, Hotel Com- 
modore, New York, Nov. 16-20, 
1931, National Seasonal Open- 
ing and Shoe Display Week, 
under the direction and manage- 
ment of The National Boot and 
Shoe Manufacturers Associa- 
tion. 


W350 — Black Kid One- 
Strap; 15/8 Heel. In 
Stock AAA to D. Price 
$3.85. 


W350-3—Brown Kid One- 
Strap; 15/8 Heel. In 
Stock AAA to D, Price 
$3.95. 


Good merchants need good shees but more than that 
they want new sales features that mean more net 
profits and repeat business. The patented “Air Cush- 
ion” feature of Air-Tred shoes offers so many exclusive 
selling points that quick turnover and long profits are 
as certain as the satisfaction of your customers. 


Investigate the value of this franchise—but better 
still order some sizes of style illustrated above. Every 
number is made on Co-ordinated Lasts and Patterns. 
Every number is In-Stock for immediate shipment. 
Write for the new Air-Tred catalog and mail your 
trial order today! 


AULT - SHACKFORD 
SHOE COMPANY 


AUBURN, ME. ST. LOUIS, MO., 
(Factory and In-stock Dept.) (In-stock Dept.) 
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BOOST 


Fall School 





GRO-CORD 
Kicker Toe Soles 


pins buy Gro-Cord Kicker Toe Soles 
on sight—because they instantly realize 
why GRO-CORDS far outwear other soles. 
They see the thousands of real cord tire 
cords on end—at toe, tap shank and in heel. 


GRO-CORDS are amazingly non-slip, too. 
Upright cords—like toothbrush bristles 
—extend clear through sole and heel. 
Wear keeps cord ends bare, making 
GRO-CORDS non-slip to last day of wear. 


Shoe dollars never bought such safety, 
comfort and wear. National advertising 
in Saturday Evening Post, Boy’s Life, etc., 
is creating an increasing demand. Over 
90% of leading shoe manufacturers now 
use GRO-CORDS. Specify GRO-CORDS 
on your next order. 


Men’s Kicker Toe Sole, Too 
—Gives exceptional satisfaction to men 


who give shoes hardest wear at the toe. 


GRO-CORD Soles and Heels Have Been Offi- 
cially Adopted by the Boy Scouts of America. 


Men’s GRO-CORD Soles and Heels Are Recom- 
mended by Safety Engineers in many Industries. 


THE LIMA CORD SOLE «a HEEL CO. 
Dept. 8-A : Lima, Ohio 


Protected by Patents 


NON-SLIP 


SOLES AND HEELS 





1 
LAWRENCE LEATHERS 


A.C.LAWRENCE LEATHER Co. 
BOSTON + PEABODY: NEW YORK: CHICAGO «ST LOUIS 
CINCINNATI +: PHILADELPHIA> GLOVERSVILLE 


HOE MEN’S HEADQUARTERS 


here is a hotel, conveniently located to the 
important shoe and leather center. Theatres, 
shops, transportation, all near by. 


HOTEL 


FORREST 


49h ST. WEST OF BWAY, N. Y. 


Large rooms with bath, shower, circulating 
ice water and Radio. 


Single from $2.50 Double from $3.50 


JAMES A. FLOOD, Manager 


BELVEDERE 


48th St.—Just West of B’way, New York 


WORhe coer orine Sees 26 fmpertant business centers end 
Ideal transit facilities. 


450 OUTSIDE ROOMS 450 BATHS 
Remy cain Gat Si Saeae io, een eae ee eae 


$3.00 to $4.00 single per day 
$5.00 to $6.00 double 


Spectal weekly or monthly rates. 
Write or wire reservations to 





Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
thom, over 100,000 copies now in use. Price 30 
ounes. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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GOODYEAR WELTS 
RETAILING vw RETAILING 
84.95 McKAYS 8.95 


vW 


PRE-W EKLTS a 


A 


RETAILING 


8.95 








HIGH VALUE 
TO RETAIL AT THESE 
° «© © PRICES « « 


And these are the volume selling prices today. 
Countless merchants are finding in Eby Shoes 
the answer to lower retail prices without lower- 
ing value delivered to the wearer. To the vir- 
tues of value, style and fit is added the depend- 
ability of a manufacturer who has a reputation 
for making honest footwear for decades. 














Eby Shoes for children, misses and junior misses will be on dis- 
play at Room 1107, Commodore Hotel, November 16 to 
20. Seasonal Opening and Shoe Display Week. 











= Ae) 5 (0) OC ORR I, [er 


EPHRATA, PA. 
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To Be or Net to Be 
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T I know of many a good organization in the. past that has 
been put out of existence in a comparatively short time by 
a too conservative management that started to cut down 
on their advertising and sales effort at the wrong time. 




















5 I look back over thirty years of active service 


in the shoe industry I find myself dismayed 





at the appalling panorama of business fatalities 





that spreads out before my eyes. 





—Scores upon scores of concerns, many of 





them strong in their day and way, have disap- 





peared from the business stage and their memory 







even is but a fragile thing. 





—Way back in the Sixteenth Century Ignatius 





Loyola, soldier, priest and philosopher said, “Man 





is wolf to man”; which, translated into modern 





industrial “slanguage,” means “Competition Is 
Hell.” 







—Failures, like taxes and the poor, will always 
be with us. 
petition—that is, not directly. 





But all failures are not due to com- 
Rather are they 





due to fear in times of abnormal stress, and this 






fear is due to bad business thinking. 






—Two years ago old man Depression threw his 
“I’m going 
to give you soft-shelled guys hard times for a 
spell, and darn you, you’ve got to grin and bear 
it.” And many of us have grinned and even liked 





hat in the business ring and said: 








; Lloyd Skinner, 
President, Skinner Mfg. Company, 
(in Printers’ Ink.) 
















it because we now realize how flabby we had be- 
come and how undeserved was much of our so- 


called prosperity. 


—And just to show how ungrateful we humans 
can be, we’re just about to knock old man De- 
pression out: of the ring after he’s done us a 
mighty good turn. There’ll be more failures, of 
course. Many a firm that has been standing on 
the side-lines watching the new era procession 
pass by will wake up just when it’s too late and 
hear the band disappearing in the distance play- 
ing “Your Bad Times Have Been Good Times to 
Me.” They have simply passed up the open-to-all 
opportunity to lay a new and modern foundation 
to their business and have lost the proper and 


stimulating perspective of the future. 


—Better times are on the way—but not for all. 
If you are wondering whether your business is 
going to survive or not, if there is a serious doubt 
in your mind, now is the time to put the liquida- 
tion boys to work. But—if you feel that you are 
a hard-hitting guy, with plenty of positive attitude 
and a keen appetite for new worlds to conquer, 
now is the time to start your Advertising and Sales 
Departments to working overtime. 


Zot 6 THe 


Boot & Shoe Recorder 


Boor AND SHOE RECORDER 
combining TH® SHom ReTAILMR, Aug. 29, 1931 
























IN-STOCK 


Stamped Locked-Arch 
or plain 


GRACE 


adh + gen C wide, 3 
$2.00 


o184—Same EEE wide, 
$2.10 


ateing aan Kid, A 
wide, a e ~ 


0185—Same, EEE wide, 3 to 9 


186—Brown Kid, A bg 5 to 8 
Same, B wide, 4% to 8 
Same, C wide, 3 
Same, E wide, 3 to 


194--Black Kid, A 
wide, 5 to 8.$2.00 
Same, B_ wide, 
4% to 8....$2.00 
Same, C wide, 3 

$2.00 


195—Brown Kid, A wide, 5 to 8 
Same, B wide, 4% to 8 
Same, C wide, 3 to 8 
Same, E wide, 3 to 9 

0195—Same, EEE wide, 3 to 9 


181—Patent, C wide 
3 to 8....$2.00 
018i—Same, EEE 
182—Black Kid, A 
wide, 5 to 8 


00 
Same, B wide, 


0182—Same, EEE wide, 3 to 9 


183—Krown Kid, A wide, 5 e oe 
Same, B wide, 4% to 
Same, C — 3 to 3.° 


(with covered heel) 
Wwi75—Patent, A 
wide, 5 to 8 


W176—Black Kid, C 
wide, 3 to 8 

$2.10 

W177—Brown Kid, C 
wide, 3 to 8 

$2.10 

















What the Women 
of the Nation 
Needed Most! 


coop *$39° SHOES 


IN WIDTHS FROM 
A TO EEE 


They Are Here Now— 
IN - STOCK 


This innovation has been welcomed and 
acclaimed by all our customers. Our 
representative, Mr. L. M. Hollins of 
Tennessee, writes us: 


“A lot of women, who formerly 
bought $6.00 and $7.00 shoes, are 
now calling for $3.00 shoes. Their 
pocketbooks are slimmer, but their 
feet are no wider, and the retailer 
who carries WIDTHS in Locked 
Arch Shoes is sure to cash in.” 


He also tells us, that some time ago, one of his 
customer’s stores was burglarized, and the only 
shoes that were stolen, were our LOCKED 
ARCH in women’s and “THE FRIENDLY 
FIVE” in men’s. Even burglars know good 
shoes. 


Last but not least, these shoes carry 
the well known PHANTOM OF 
THE ARCH mechanical patented 
construction. 


DANIELS & TAYLOR 


DIVISION, WOODBURY SHOE MFG. CO., Inc. 


DERRY, NEW HAMPSHIRE 
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‘I. ERWIN GOLDSTEIN 


Better Known As 


‘*GOLDY’’ 


formerly Vice-President of, the Bond Shoe Co. 
ANNOUNCES THE OPENING OF THE 


eee 


131 DUANE STREET NEW YORK 


featuring a fast selling line of women’s novelty shoes 
to retail profitably at 


$4.00 and $5.00 


our slogan is 


“Always Showing Something New” 


4 


_— 
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DR. MILES HEALTH SHOES 


: In “7 


2614 — Patent One-Strap, No. 2618—Black kid Oxford Tie, 
steel arch and cottage =. Also 
in Patent and Brown 


Widths A, B, C, D and EERE—Sizes 3 to 9. 
BLEECKER SHOE CO., INC. 138-140 Duane Street 
BOSTON: 216 ESSEX STREET 





No. 
steel arch and cottage shank. Also 
Black kid and Brown kid. 






~—A-jbadelea 
bhi hed W) wine Bi weit 





es 


teem 


Duane Street Welcomes 
Erwin Shoe Company 


I. Erwin 
Goldstein, 
better known 
as “Goldy,” 
announces the 
opening of 
the Erwin 
Shoe Co., at 
131 Duane 
Street, New 
York. The 
Erwin Shoe 
Co. will fea- 
ture fast sell- 
ing Novelty 
Women’ 
Footwear to retail at $4.00 and $5.00, offer- 
ing good profit potentialities to progressive 
merchants. 
















“Goldy” has already prepared for a busy 















The “Buy in New York 
Market” Pages 


are groupings of the best offerings of the 
New York Market houses, leaders in style, 
quality and progress. These pages appear 
every other week. It will pay you to look 
for them. 


me ea 
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BAYSIDE REGENT’ 













Carried in Ring Lizard, Black 
Calf trim. Carried in Black 
Suede Calf, Black Calf trim. 
his same model is also de- 
veloped in Strap and Oxford 
in both Ring Lizard and Black 
Suede Calf. Carried on long 
vamps on 20/8 Spike and15/8 
Cuban heels. 







B wide—4% to 8; 
C wide—3% to 9. 






In Stock for at 
Once Delivery 






B. FRIEDMAN SHOE CO., Inc. 


ESTABLISHED 1880 
109 READE STREET NEW YORK CITY al 
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The GREAT WHOLESALE MARKET 





New Shoe Wholesaler 
Opens for Business 


season. The following salesmen are affil- 
iated with him. Al Weiss, for the past 
eight years with the Duane Shoe Co., is 
covering New York, Westchester and 
Hudson Valley. Ben Klein, for the past 
seven years with Duane Shoe Company is 
in charge of New Jersey and Pennsylvania 
Territory. Abe Weiss with a record of 
eight years with L. Fried & Sons will cover 
Brooklyn and Long Island. 


The firm slogan is “Always Showing 
Something New.” 


“Goldy” is a very well liked fellow in 
the trade, having earned his popularity and 
reputation while with the Bond Shoe Co. 
Buyers and wholesalers welcome “Goldy” 
and his new enterprise. 


GET READY for SCHOOL OPENING 
BALLETS GYM SLIPPERS 


Top Quality, turn process, fine 
black leather. 
3 to 8 (misses’ 
women's). 
Price, $1.60 per pair. 


Soft Toe, right and left, bench 
made of high grade kid leather. 


Black, Children’s 
isses’ 


Sizes: and 


McKay Process, black leather. 
Hard Toe, Professional Type, | Sizes: to 8 (misses’ and 


re-inforced box toe. 


Black, Children’s 
Misses’ 


women’s) 
Price, $1.10 per pair. 





samples submitted upon request 


LYONS & COMPANY 
122 Duane Street, New York, N. Y. 
SPECIALIZING IN SHOE STORE NOVELTIES 


pa * —"s te - vt - 





SAKS PRESENTS 


A Center Buckle in Brooklyn Turns 
In Stock—AA to C 


520—Black calf, center buckle, 
genuine Rajah lizard scal- 
lops, silver piping on vamp 
and quarter, modified toe, 
20/8 Sp. heel, turn........ $4.25 


521—As above in 16/8 Sp. heel.. 4.25 
heel as above, 16/8 Sp. 


eenctaien kid as above, g 
piping, 20/8 Sp. heel...... 4.25 
524—As above, 16/8 Sp. heel.... 4.25 


H 


NEW y, 
wen “ORK 





SHE; 
EOS 
NEW 


CATALOG 
The New Catalog 


of Dr. Posner’s 
Scientific Shoes 
is ready and is being 
distributed. 


Write for yeur Copy 


DR. A. POSNER’S 
SHOES, Ine. 


140 West Broadway 
New York City 
Great New York Factory 
Warehouse 


SCIENTIFIC 


SHOES 


for all Girls and Boys * 





~~ at 


| 





We Challenge Comparison with Any Other 
Shoes in the Country at 


These Prices 


3501—Black Suede Calf, genu- 
ine Rajah trim, silver 
pipings, high heel, 20/8. 

3502—Same, Baby Heel, 15/8. 

3511—Same, Black Calf, genu- 
ine Rajah trim, 20/8 high 


heel. 
3512—Same, Baby Heel, 15/8. 
3521—Same, Patent Leather, 
genuine Rajah trim, 
20/8 High Heel. 
3522—Same, Baby Heel, 15/8. 
4011—Same, Brown Kid, genu- 
ine Rajah trim, 20/8 
High Heel. 
4012—Same, Baby Heel, 15/8. 
4013—Same, Cuban Heel, 15/8. 
Widths B-C-D 
All French Corded 


LEVEY BROTHERS SHOE COMPANY 
145 Duane St. New York City 
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Profitable Sales Follow Close 
“Tie-Up” to Dr. Scholl’s 


National Advertising 


tae ies face errsenciest 
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WING to the millions of dollars spent in 

advertising Dr. Scholl’s Foot Appliances and 
Remedies (over $1,250,000 annually), a constant, 
ready, ever increasing demand has been created. 
This assures the dealer of quick turnover and large 
profits on a small investment. 


panies 9% 


The advertisement at the right, appearing in the 
September 5th issue of THE SATURDAY EVE- 
NING POST, is one of an extensive series which is 
running regularly in this great magazine. It will 
be read by a large proportion of the people in your 
city. Seven out of every ten of them have foot 
trouble. They are sold on the relief Dr. Scholl’s 
Aids for the Feet will give them. 


Let these people know you specialize in Dr. Scholl’s 
Foot Comfort Service. Paste a proof of this adver- 
tisement on your window and display Dr. Scholl’s 
Appliances and Remedies in your windows and on 
your counters. More sales and more profits will 
result. 


Write today for our New Catalog and full 
particulars for installing and conducting a 
profitable, prestige building Foot Comfort De- 
partment. 


THE SCHOLL MFc. Co., INC. 
Largest Makers of Foot Appliances in the World 
213 W. SCHILLER STREET, CHICAGO 


62 W. 14th St., New York 112 Adelaide St., E. Toronto 
190 St. John St., London, E. C. 1 


aie ie ee eat 
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THE SATURDAY EVENING POST 


Feet Hurt- 


You Hurt All Over 


Aching, painful feet, through the intricate nervous system, affects every 
art of the body. That is why, when your feet hurt, you hurt all over. 
‘oot suffering lowers your vitality, exhausts nervous energy, and makes 

you look and feel older than you are. 


Realizing how much it. means to your health, peace of mind and happi- 
ness to have comfortable feet, why p cre ting relief when it is so simple 
and easy to be had? Go to the leading Shoe or <—““= store in your 
town where Dr. Scholl’s Foot Com- 
fort Service A er age and mage 
a thorough Test made of your stock- 
inged feet. Their exact condition will 
be determined for you in a scientific 
manner by an Expert especially 
trained in Dr. Scholl’s Methods, after 
which the Corrective you need will be 
demonstrated to show you how com- 
pletely it relieves your every ache 
or pain. 
Remember—there is a Dr. Scholl 
Appliance or remedy for every foot 
trouble. 


FOR TIRED, ACHING FEET — WEAK 
OR FALLEN ARCHES — 6LAT-FOOT 
If 
like 
Free Boprased dowd Se iF 
lew Im; pports will give you 
CALLOUSES quick relief. They remove the cause—mus- 
cular and ligamentous strain—and soon 
stantly; remove pres. restore the weakened structure to normal. 
core, Thin, proveqiive, When you are fitted with these Suppofts, 
eng. Nese, Seersc, they are molded to conform to the exact 
bos. shape of your arches, and afterward adjusted 
as the condition of your feet improves. Worn 
i shoe. Scientifically fitted and sold at 
CORNS lepartment stores everywhere. 


—— ’ mend ae im- 

i i 

Poo pg tee a BUY YOUR SHOES 

c.. sootbing, healing. featured. In these stores are men trained espe- 
Safe, sure. 35¢ box. 


cially in Dr Scholl’s methods of correction, 
sorte co Ag geetes = 
iar yellow box—to i 
cheap imitations. . 


rr 


jyounte, 
remove shoe pressure. 


absolutely safe and sure. 
35e box. 


. Scholl's Zine-pads for 
Callouses stop pain in- 


w for eo, 
PM sesce ere: 
4 
Scholls | 
Foot Appliances and Remedies 


Copyright 1931 The Scholl Mig. Co., Inc. 
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NATIONAL NEWS 


» HOW’S BUSINESS ¢ 


July Production Up 


‘NEw YORK—The New York Hide Ex- 
change reports that according to pre- 
liminary estimates the shoe production 
during July was 18 per cent larger 
than during the same month last year, 
totaling 28,500,000 pairs against 24,- 
121,000 pairs in July, 1930. For the 
fifth consecutive month shoe production 
has registered a gain over the corre- 
sponding month last year, the increase 
being more pronounced the past three 
months. 

Total shoe production during the first 
seven months of 1931, including the 
preliminary estimate for July, was 
188,687,000 pairs against 182,596,000 
pairs in the same period last year. 


Employment and Payrolls Gain 


WASHINGTON, D. C.—An increase in 
both employment and payroll totals in 
the boot and shoe and leather indus- 
tries was reported by the United States 
Bureau of Labor Statistics for July, 
1931, as compared with June. 

Using the year 1926 as 100, the bu- 
reau’s system of index numbers showed 
the boot and shoe industry employment 
to be 84.7 in July, compared to 79.2 in 
June and 86 in July, 1930. The same 
industry’s payroll was shown as 69 for 
July, 1931, compared to 62.1 in June, 
and 74.2 in July, 1930. i 

The leather industry’s index number 
for employment was put at 79.2 for 
July, 1931, compared to 77.3 in June 
and 84.4 in July, 1930. Its payroll to- 
tal was placed at 69 for July, 1931, 
compared to 73.1 for June and 82.2 for 
July, 1930. gh 

For industry as a whole the bureau 
reported a decrease of 2.5 per cent in 
employment and 5.4 per cent in pay- 
rolls in July as compared to June, 1931. 
The boot and shoe and leather indus- 
tries were numbered among the few 
which showed an increase. 
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Louisville Trade Improves 


LOUISVILLE—The retail shoe business, 
which has been hard hit for the past 
year, shows decided improvement, near- 
ly all stores reporting a good business 
this month. Fall buying has already 
begun. Just at present black is the 
leading color, with brown a close 
second. A number of green shoes are 
also being shown, as green promises to 
be one of the popular autumn colors. 
Suedes and suedes with leather and 
reptile trimming are very smart, par- 
ticularly in pumps. It will be a pump 
and oxford season, and there is a trend 
toward lower heels. 


= 


UNTO THE FOURTH GENERATION 














Louisville, Ky—The Boston Shoe Co., Louis- 
ville, in its long history of retail operation in 
Louisville, Ky., has been entirely under control 
of the J. C. Fedler family at all times. Today 
there are three generations of J. C. (John 
Charles) Fedlers connected with the company, 
and a fourth generation available to carry on 
the name within a few more years. 

In the accompanying photo are shown Jj. C. 
Fedler, Sr., founder of the business; J. C. Jr., 
active manager of the business; J. C., III, de- 
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EVERY WEEK 








partment manager; and J. C. IV., who also ex- 
pects to be a shoe man. The group represent 
father, son, grandson and great-grandson, all 
carrying the same name. 

J. C. Fedler, Sr., came to Louisville nearly a 
half century ago from Wisconsin, and estab- 
lished the Boston Shoe Co., which at all times 
has been one of the largest and most prominent 
of shoe stores, handling men’s, women’s and 
children’s shoes, while in recent years upstairs 
departments have handled women’s clothing, 
millinery, etc., while there is also a basement 
department, and basement shoe repair depart- 
ment, plus a fairly large first floor findings de- 
partment, and one of the largest hosiery de- 
partments to be found in any shoe store in the 
South. The latter department also handles per- 
fumes and toilet goods in a limited way. 

His son, J. C. Jr., for many years has been 
very active as a buyer, in association work, etc., 
serving as president and in other official capaci- 
ties in the Louisville Shoe Retailers Association, 
and also as a vice-president of the National 
Shoe Retailers Association. 

J. C. Fedler, III, joined the organization just 
a few years ago, but has learned a great deal 
about the shoe business since. that time, while 
the latest addition to the “J. C.’s” is almost cer- 
tain to absorb a great deal of knowledge of the 
business before he enters it, from hearing shop 
talk in the family. 


Herman on Full Time 


Boston, Mass.—The Joseph M. Her- 
man Shoe Co. announces that its fac- 
tory at Millis, Mass., is now on full 
time with a full complement of factory 
workers. This represents a steady in- 
crease in volume from the low point of 
a few months ago, when half of the 
regular number of employees were 
working on part time. The company 
employs about 500 in its factory. 


New England Gains 


BostON—New England made 48,- 
860,368 pairs of shoes for the first half 
of 1931, against 46,634,678 pairs for 
the corresponding period of 1930, a 
gain of 4.7 per cent. For the United 
States, production amounted to 131,- 
759,060 for the first half of this year, 
against 134,759,043 for the first half 
of last, a decrease of 2.1 per cent. 





Winkelman Factory Busy 


PHILADELPHIA—The Winkelmen fac- 
tory at Ninth and Walnut Streets has 
been working on a full time schedule 
since July 6. Cutting now in the plant 
insures a continuance of this capacity 
output throughgSeptember. With most 
of the fall ordering still to be done, 
business at this plant will be at peak 
right through the season. 

Mr. Winkelman said: “It is very 
gratifying to be able to keep our work- 
men employed on full time schedules 
during thése times of stress. Business 
has improved sufficiently to enable us 
to plan this 100 per cent working basis 
for some months to come. I believe 
this depression has produced at least 
one good result—a better efficiency in 
the average workman. We notice a 
much finer attention to detail by every 
one of our employees than in boom 
times. Naturally, this makes for bet- 
ter shoes.” 


> TRADE DOINGS ¢ 


Filmed at Hanover 


HANOVER, Pa. — “Lightnin’ in Har- |} 


ness,” motion picture filmed at the Han- 
over Shoe Farms, owned by the Han- 
over Shoe Company, and featuring the 
string of race horses owned by the 
farms, was shown widely over the State 
of Pennsylvania during the early part 
of August. - The picture, which was 
sponsored by the Trotting Horse Club 
of America, was first shown in the 
State Theater in Hanover and was 
given a rousing reception. It later was 
shown in York, Lancaster, Gettysburg, 
Red Lion, Reading, Allentown, Chester, 
West Chester, Pottstown, Palmyra and 
Philadelphia, where it was shown in 
twenty-one theaters. 


Display Sells Sport Shoes 


CLEVELAND—W. H. Magee, buyer of 
the women’s shoe department, Wm. 
Taylor Son & Co., used a novelty inte- 
rior display during June and July with 
favorable results. The exhibit was on 
terraced steps covered with grass rugs. 
On each of these steps were all the 
various sport model shoes sold in the 
department, including everything from 
tennis shoes to golf wear. A tennis net 
surrounded the terrace, while golf 
clubs, balls, tennis racquets and other 
sport goods were intermingled to draw 
considerable attention. The set-up per- 
mitted easy choice. 


New Department 


CoLuMBus, OHI0O—The F. & R. Laz- 
arus Co. has opened a Laird Schober 
shoe department on the second floor of 
the large department store. Special fix- 
tures in the form of zebra matched di- 
agonal paneling inlaid with various 
kinds of wood have been installed to 
give the department an artistic appear- 
ance. The fixtures are trimmed with 





ornamental cast aluminum grills. 


SeeOeocC__ ’ ; oD k_l_l___=_=— 
IN A RESIDENCE SECTION 


Here’s a new venture—a high grade, exclusive women’s shoe store in a residential 


section of a large city—Indianapolis, Ind. 


The store is located at Maple Road at 


College, and the gentlemen who are venturing into this new field are William L. 

Hantman and E. R. Thomas, both of whom have long served in leading retail shops in 

Indianapolis. As the picture shows the new store is of the salon type and is attrac- 
tively fitted up. 








“Peacock Alley” Opened 


Des Mo1nEs, Iowa—Opening of “Pea- 
cock. Alley,” a department handling $10 


shoes, was held at the Utica Clothing ; 


Company in this city, Aug. 21. C. H. 
Conner, head of the Utica shoe depart- 
ments, announces the appointment of 
A. L. Teeter as manager of the Peacock 
shoe section. Mr. Teeter was formerly 
head of the shoe department of Sar- 
deson-Hovland Co., which has discon- 
tinued its branch in Des Moines. 

A modernistic salcn has been fitted 
up to house the new section, located on 
the first floor, and is of such propor- 
tions that the space occupied by shoes 
has been doubled. Chrome, green and 
silver are used in the decorations, with 
special lighting fixtures. 

The children’s shoe department, lo- 
cated on another floor, is also to be en- 
larged this fall, according to Mr. Con- 
ner. The record of sales for the first 
half year has made possible this gen- 
eral expansion, he declared. The men’s 
shoe business up to July 15 was just 
even with that of a year ago, and in 
women’s shoes the increase amounted 
to more than 30 per cent, the volume 
being done on popular priced shoes. 

During the past two weeks, when the 
demand for fall shoes has been felt, 
the popularity of brown has been dem- 
onstrated locally, according to Mr. Con- 
ner, the present demand being confined 
to kid and calf leathers, with very lit- 
tle call for reptile leathers. Black 
suede is certain to be a leader for the 
early fall business, he declared. The 
percentage of demand for the present 
and as forecast for the first few 
months of the fall season here is—60 
per cent black with black suede first 
and kid and fabrics next; 30 per cent 
brown, kid first and calfskin second. 
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Alligator trims and brown suede will 
trail along later and paddock green 
will call for a share of demand for 
novelty shoes. 


Shoe Factory Sold 


Los ANGELES—One of the largest in- 
dustrial auction sales in recent months 
took place recently when the $300,000 
plant and equipment of the Elias-Katz 
Shoe Factories, Inc., at 442 S. San 
Pedro Street, were put under the ham- 
mer. Machinery, leather stock, findings 
and office equipment of the shoe manu- 
facturing company which recently went 
into bankruptcy were included in the 
auction. Prior to its financial difficul- 
ties the company gained recognition 
through the manufacture of Hollywood 
Screen Star Slippers. 


New Chain Enters Cleveland 


CLEVELAND — The Normal Shoe Co., 
New York, has taken a five-year lease 
on both the first and second floor store 
rooms at 1966 East Sixth Street, where 
they will open shortly. This will be 
their first store in Cleveland, to be fol- 
lowed shortly by others. Downstairs 
of the Sixth Street unit will be used 
for regular store purposes, with offices 
located upstairs. The location is in the 
heart of Cleveland’s business section. 


Selling Out 

PHILADELPHIA—Millers Boot Shop, 
101 S. Fifty-second Street, this city, is 
selling out its entire stock and quitting 





business. 
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WHERE TO BUY 
Men’s Shoes 


oO Oe SOO 









In Stock Service 
F, M. HOYT SHOE CORP. 


omnes EG Manchester, NH... 








“A MAN’S DECISION” 


Boston—183 Essex Street 
N. ¥.—915-917 Marbridge Bldg. 
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M. A. PACKARD CO., Makers 
BROCKTON 








Q 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. Aw 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 























EAST WEYMOUTH, MASS. U.S.A 








Tariff at Convention . 


ROCHESTER — The tariff situation, 
particularly as it affects shoes and 
leather, will be the principal topic of 
discussion at the coming convention 
September 14 and 15 of the New York 


' State -Shoe. Retailers Association - at. 


Schenectady, N. Y. The discussion will 
be led by Hon. Frank Crowther, mem-' 
ber of Congress from the Eighteenth 
Congressional District of New York, 
and a member of the Ways and Means 
Committee. He will speak at the ban- 
quet to be held Monday night, the 
14th, and will be the only speaker. 
Mott B. Hughey, of Watkins Glen, 
will be toastmaster. C. Roy Craig 
will sing and Rollin N. Tuttle, shoe 
salesman and entertainer, will whistle. 
There will be a showing of sound films 
by the New York Telephone Co. 

The board of directors will meet Sun- 
day evening, the 13th, and 36 direc- 
tors have already made reservations. 
John Slater, of New York, chairman 
of the board, will preside. 

Monday morning will be given over 
to the inspection of- shoe samples. 
Nearly one hundred lines are already 
assured. No co-operative fee will be 
charged the shoe travelers. 

Following a good fellowship lunch- 
eon Monday noon, there will be a busi- 
ness session with President Charles R. 
Strange presiding. President John F. 
Horman of the H. S. Barney Co. will 
extend a welcome from Schenectady. 
C. M. Ripley of the General Electric 
Company will speak on “Electricity— 
Past, Present, Future”; Jesse Adler, 
of New York, will lead a round table 
discussion on topics of present import, 
such as profits, sales, displays, adver- 
tising, etc. Manager James H. Stone 
of the N. S. R. A. will speak on “Some 
Reflections on Present Day Retailing 
Conditions.” 

Tuesday morning will be spent at 
the General Electric works. After lunch 
William Pidgeon, Rochester, will con- 
duct a round table discussion. John S. 
Whittemore, president of the New 
England Shoe Travelers Association, 
will discuss “The Traveler, His Prob- 
lems.” There will be open discussion 
on displaying at conventions and style 
shows, how frequently calls should be 
made on the trade and how the trav- 
eler and his customer may get together 
more profitably. R. C. Kramer, of 
the Amos Parrish Co., New York, will 
give a business talk on the power and 
efficiency of advertising. 

Anthony H. Geuting, president of the 
N. S. R. A., will speak on “How the 
Shoe Business Should Be Conducted.” 
Roger Selby, president of the N. B. & 
S. M. Association, has been invited to 
speak on “Co-operation of the Various 
Branches of the Trade.” 

Before adjournment Tuesday new 
officers will be elected. For 1932 pres- 
ident, Jesse L. Patton, of Schenectady, 
seems to be the unanimous choice, and 
Elmira the next convention city. In- 
vitations for the 1932 convention have 
been received from New York, Buf- 
falo and Elmira. 





Australian Plant 


PoRTSMOUTH, OHIO—The officials of 
the Selby Shoe Co. announce that the 
Arch Preserver line of women’s shoes 
will be manufactured in a modern fac- 
tory soon to be placed in operation in 
Sydney, Australia. The plant will pro- 
duce the line for Australia and New 
Zealand, where they are very popular. 
Wade S. Kennedy, formerly of Colum- 
bus, has been named production man- 
ager of the plant and sailed recently 
from Vancouver, British Columbia, to 
take up the work. Mr. Kennedy learned 
the shoe trade with the Irving Drew 
Shoe Co. of Portsmouth and about ten 
years ago purchased an interest and 
became general manager of the Riley 
Shoe Manufacturing Co. of Columbus. 
He disposed of his interests several 
years ago and since that time has been 
doing special work for the Selby com- 
pany, among which was a special trip 
to England to investigate shoe making 
methods in that country. 





Green Employees Hold Outing 


Boston, Mass. — Employees of the 
Green Shoe Manufacturing Co., Inc., 
held their sixth annual outing Satur- 
day, August 15, at Thompson’s Grove, 
Wilmington, Mass. The trip to and 
from their homes was made in auto- 
mobile busses. A varied program of 
sports for both men and women, plus 
dancing and novelty entertainments 
made the day pass quickly. For men 
there were a 100-yard dash, potato 
race, three-legged race, shoe grab race, 
wheelbarrow race and a ball game 
made up of Green Shoe company men 
versus the East Boston Town Team. 
For the women there was a 50-yard 
dash, a potato race, three-legged race, 
fat women’s race and a rolling pin con- 
test. There was also a prize waltz, and 
prizes were given for all firsts in the 
major events of the day. The general 
committee in charge of the outing was 
headed by Charles Slosberg. The Men’s 
Sport Committee included Thomas Ho- 
gan, John Kelly and Benjamin Figur. 
The Ladies’ Sport Committee was 
headed by C. Lesage, chairman, and in- 
cluded also A. Fabbo, Janet McGregor 
and C. Starr. 


Closing Shop 


Kansas City, Mo.—The Walk-Over 
Boot Shop, 1012 Walnut Street, will be 
closed Sept. 1. Stanley Napier will 
take over the lease on this location and 
will remodel the store room completely, 
preparatory to putting in a line of 
women’s shoes to sell from $8.50 up. 
Mr. Napier will arrive in Kansas City 
within the next week or ten days. 





New Toledo Store 


ToLEDO, OHIO — Allen’s, the newest 
retail shoe store here, opened its doors 
August 15 at 405 Adams Street. Frank 
P. Goldstein is general manager of the 
company, which handles men’s and wo- 








men’s shoes. 
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No, just SMOKE 


The Smoke House where KEPNER ELK is tanned is opened 
up after a day’s work. No need for alarm. 


Quite exclusive with KEPNER is Smoked Elk that is smoke 
tanned. For better color, mellower leather, and longer wear- 
ing shose—KEPNER ELK in Camel Smoke and Light 
Smoke. Specify by name. 


C. D. KEPNER LEATHER COMPANY 


137-139 South Street, Boston 
ST. LOUIS MILWAUKEE 
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WHERE TO BUY 
Spats 
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BOND STREET 


Best known, de- 
manded line. Styled in 
England and mage in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
Supported by strong mer- 
chandising helps, attrac- 
tive packages, etc, ‘ Immediate delivery from s 
Write for samples. 
THE pWILLIAMS ure. COMPANY 
mouth, Ohie, U. S. A. 
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WHERE TO BUY 


Dancing Sandals 


i 


* KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 
BLACK WHITE 


GREY FAUN 
BLUE GREEN 
RED 





Price $.75 


WHOLE 
SIZES 
ONLY 


Sizes 6 childs’ 

to 10 women’s 
Bend for Otroular 

DEPT. C. 











* KENDALL SHOE COMPANY * 


HAVERHILL, MASS. 
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WHERE TO BUY 
Dancing Shoes and Taps 
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IN STOCK 


FOR IMMEDIATE DELIVERY 


Sizes 11% to 2 
2% to 8 
The best popu 


The Norridgewock Shoe Co., Inc. 
ts NORRIDGEWOCK, MAINE cuss 








| tion, 2201 Asquith Street. 





Swan Shoe Co. Moves . 

BALTIMORE—The Swan Shoe Com- 
pany, manufacturers of slippers, Pull- 
mans, boudoir and other novelty types, 
are now fully settled in their new loca- 
Mr. Weak- 
ley, of the house, in commenting upon 
the change, said that for many prac-' 
tical reasons their present location is 
much better than the quarters formerly 
occupied in the Industrial Building. It 
is on the first floor and is much lighter 
because windows are on all four sides 
of the building and, while the area is 
no greater than in the former plant, 
the space lend® itself :o a much better 
arrangement for production. Conse- 
quently the potential capacity of the 
plant is considerably increased. Mr. 
Weakley stated that the firm will con- 
tinue making all grades of D’Orseys, 
slippers and all lines formerly pro- 
duced together with a new line of crepe 
soft soles. The outlook for the season, 
he feels, is a very good one. 


New In Stock Policy 


New YorkK.—The Carlisle Shoe Co. 
of Carlisle, Pa., is inaugurating a new 
in-stock policy. M. M. Stollmack, gen- 
eral manager of the company, whose 
headquarters are at the general sales 
office and style studio in the Marbridge 
Building, New York, said: “We have 
effected a new production arrangement 
that is giving us a continuous volume 
outlet, and that makes important econ- 
omies possible. We are passing the 
savings on to the independent retail- 


H. N. Compton of Philadelphia, for- 
merly salesman with Carlisle, has re- 
turned to the organization after an ab- 
sence of one year. 


Jacobson With Corcoran 


Nick Jacobson, formerly a prominent 
retailer in Cincinnati, Ohio, who is 
now residing on the Pacific Coast, is 
assisting Sid Minster in California and 
Arizona in the distribution of “Corcor” 
shoes made by the Joseph F. Corcoran 
Shoe Company of Brockton, Mass. 

This concern has recently put in a 
large Stock Department of shoes to re- 
tail for $5.00 and is having wonderful 
success. 


>» WHAT'S SELLING? 4 


Lehmann Tells of Paris Styles 


New YorK—“The much-talked-of 
court colonial pumps, which are being 
fostered here as an influence of the Em- 
press Eugenie modes, are hardly au- 
thentic in the realm of high fashion,” 
says Herbert Lehmann, of the fabric 
house of Jerry & Herbert Lehmann, 
Inc. He returned last week on the 
Aquitania after an eight weeks’ busi- 
ness trip to Paris. Mr. Lehmann at- 
tended many of the important openings 
and also devoted considerable time in 
viewing the collections of the exclusive 
textile creators. 


- THEY WANT TO KNOW 
WHERE TO BUY 


RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 

- this week. 

Parties interested in supplying these wants 
‘should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 


N334. Uppers made up in stock. (2). 

N335. Popular priced line of women’s 
shoes, to add to present high grade 
lines. 

N336. Special seats for children’s shoe de- 
partments, merry-go rounds, etc. 

N337. Line of men’s dress shoes costing 
$1.60 to $2.00. 

N338. Line of $4.00 retail snappy women’s 
shoes. 

N339. Line in-stock ladies’ style shoes to 
retail for $5.00. 

N340. Women’s novelty style shoes to re- 
tail at $1.95 and growing girls’ sport 
oxfords also to retail at the same 
price. 

Women’s popular priced slippers. 
What concern specializes in dyeing 
light colored shoes to black? 





The shoe of the moment abroad, Mr. 
Lehmann declared, is patterned after 
the Richelieu blucher. The common er- 
ror, according to Mr. Lehmann, is the 
assumption that footwear of the Eu- 
genie period comprised colonials with 
huge buckles. The Richelieu is closely 
akin to the type of shoe called the 
Monk, which has a single or double 
strap as fastening over a tongue which 
is part of a crimped vamp. 

Despite the publicity attending the 
romantic trend of fashion, Mr. Leh- 
mann says that the ultimate disposi- 
tion by smart American women will be 
away from plumes on millinery, and 
puffiness in the silhouette. Evening 
dresses, if anything, are perceptibly 
shorter, coming to the ankle, and some 
collections revealed a tendency to raise 
the hemline in front, leaving the back 
longer. This focused attention to the 


veloping from the knees. 
pendent almost exclusively on sleek, 
slender lines and richness of fabrics. 


surfaces in the same color. 





textures. 
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hosiery and shoes in no unmistakable 
manner. The silhouette most likely to 
be accepted is that tight at the hips 
with gradual fullness of. the skirt de- 
Chic is de- 


The keynote in formal afternoon, 
dinner and the more subdued evening 
gowns is the dual use of contrasting 
Dull and 
lustrous silks command the mode, and 
one sees endless variations of the 
theme; in large triangular or diamond 
insets of satin against crepe, or inter- 
woven dress silks carrying out the 
double character idea of contrasting 
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Make Way for a New Shoe Era... 
WELTS WITHOUT WEIGHTS 
STYLE WITHOUT LIMIT! 





Good-bye to the heavy, 

blocky, frumpish Welt for 

women! Stetson ingenuity 

has created an utterly new 

type welt...a welt without 

weight...a welt that never 

wearies. So to the funda- 

mental goodness of welt con- 

struction—wear, comfort and enduring shoe shape- 
liness— Stetson adds lightness, flexibility and an 
entirely new style attractiveness. 

For not only does this new Stetson construction 
release the Welt from the bondage of weight— it 
strikes the shackles off style restrictions. 

The new Stetson Welts make their bow in light, 
airy, saucy patterns—imagine that! Slender and grace- 
ful as a dieting debutante. Beautiful and artistic as a 


cameo. But wearing as long 
as the welts they supercede. 

Fine news, this—for the 
shoe merchant who seeks 
something dramatically new 
to increase his volume and 
profits this Fall and Winter. 
For the new Stetson Welts 
will be all the rage. As great a success as the Stetson 
Snappy Tie which rocked the style world... You 
don’t need a bookmaker’s bankroll to stock these 
new headliners. They’re in Stetson’s famous Dept. 5, 
finest and fastest of In-stock Departments. Send im- 
mediately for Dept. 5’s catalog—pick the new Welt 
styles that will appeal to yourtrade—fill in from stock 
any time—profit handsomely from Stetson’s ingenuity! 
THE STETSON SHOE CO, INC.,-South Weymouth, Mass. 





STETSON SHOES 


FOR MEN Sayan WOMEN 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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jo. C775—All sizes in stock 

_ immediate 
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wae Rest-Rite Slippers. 











Doe 1-¢ 00 
*) L. B. EVANS’ ‘SON CO., Wakefield, Mass. hc) 
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W. S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
MEN and BOYS 
HANDTURNED 
$2.00 to $2.85 
Boston Office: 501 Statler Bldg. 








WHERE TO BUY 
Dancing Shoes and Taps 
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TAP SHOES 
IN-STOCK 
No. 9780—Black Kid 
$1.70 
No. 9785—Patent 
Leather 


$2.20 q 
BROOKS SHOE MFG. CO. 
& Ritner Sts. 
Philadelphia 














Mahogany Patent in Miami 


MIAMI, FLA.—Burdine’s, Miami, in 
their beautiful French salon on the 
third floor of the department store are 
showing some enticingly beautiful shoes 
for early fall wear. A return to popu- 
Jarity of patent leather in a fascinating 
tone of lustrous brown known as 
“mahogany” is seen. The new styles 
emphasize the Empire period, and have 
delicately arched the shoe and slender- 


ized the heel in a flattering and dainty’ 


manner. 

The new shoes show a touch of light- 
er, contrasting stitching on many of 
the darker models. Tiny perforations 
in artistic motif continue in importance 
on shoes of the sports type. 

This store is showing for the first 
time a line of unusually beautiful pop- 
ular priced shoes at $6. These models 
include all the newest combinations and 
styles that are to be had for fall wear. 


Selling Fall Shoes 


KANSAS City, Mo.—“While we have 
not concentrated .on the new goods as 
yet, being still engaged in clearing our 
summer stock, we have shown some of 
the most attractive styles to some of 
our customers, and they have bought,” 
said Arthur Glucksman, manager of 
the I. Miller shop here. 

“We will make our first display, fea- 
turing blacks and browns in suedes and 


reptile trims. We will also show a lot’ 


of Boroso shark, suede and python 
combinations and colored: patent leath- 
ers with Boroso shark. Pin seal with 
patent leather trims are among the 
very attractive new shoes.” 

The detail work on the new merchan- 
dise was mentioned by Mr. Glucksman 
as worthy of special attention. 

Prices on the colored patent leathers 
are $16 and on the pin seals $12.75. 


Sees Interest in Buckles 


New York.—According to Jeff Ben- 
der, of the Jefferson Trading Corp., 
important shoe retailers are keenly in- 
terested in cut steel buckles, which Mr. 
Bender says are in keeping with the 
new fashion trend. 

Mr. Bender told the RECORDER rep- 
resentative that the Jefferson Trading 
Corp. has received more inquiries for 
buckles in the past two weeks than 
have been previously received in the 
past two years. 


» ABOUT PEOPLE 4 


Homer Cooper Made Manager 


Kansas City, Mo. — Homer H. 
Cooper is the new manager of Kline’s 
fourth floor shoe salon. Mr. Cooper 
has been in the retail shoe business in 
Kansas City for thirty years. 

W. H. (Bill) Moss, for several years 
traveling salesman for Johnson Ste- 


72 


phens Shinkle Shoe Company of St. 
Louis, will assist Mr. Cooper. 

The new prices in this department 
will be $6.85, $8.50 and $10. Complete 
lines of women’s high grade shoes now 
being shown include models in genuine 
pin seals, ostrich, python, alligator, 
suede and marcelle cloth. 

R. E. Blue and Mr. Litten will re- 
main in the department, according to 
Mr. Cooper. 


John E. Grober to Head Firm 


Fort SMITH, ARK.—Changes in the 
executive and sales personnel of the 
Guarantee Shoe Company, 922 Garri- 
son Avenue, have been announced by 
officers. 

John E. Grober has purchased the 
interests of his brother, Albert Grober, 
in the partnership, and will be active 
in the management of the firm. Albert 
Grober will remain with the store for a 
short time. T. W. Grober, one of the 
original partners, continues with the 
store. Cecil Hopp, formerly with the 
Palais Royal and the Bootery, has 
joined the sales staff. 


Donovans Back 


Boston—Alfred W. Donovan, presi- 
dent of E. T. Wright & Co., Rockland, 
Mass., and Mrs. Donovan, are home 
from a pleasant two-months’ vacation 
in, Europe, most of their time having 
been spent in Germany. They were in 
the latter country during the height of 
the international debt moratorium ne- 
gotiations, and this added a good deal 
of zest to their visit. Mr. Donovan 
gave little attention to business matters 
while abroad, but expresses his pleasure 
at finding shoe trade conditions in the 
United States relatively so satisfactory 
on his return. 


Promoted 


San FRANCISCO— Two noteworthy 
promotions have recently been made in 
the ranks of west coast shoe. men: H. 
A. Ballentine of the firm of Hanan & 
Son has now been promoted to the posi- 
tion of General Merchandise Manager, 
with his headquarters in San Francis- 
co; Bayard Ryder succeeds Ray Harde- 
beck as general manager of the North- 
ern California stores of the C. H. 
Baker chain, with his headquarters at 
the 241 Geary Street, San Francisco 
store. 


New Goshen Firm 


INDIANAPOLIS—Articles of incorpora- 
tion have been filed with the Secretary 
of State here by the Roy Miller Shoe 
Company, Inc., having a principal place 
of business at Goshen, Ind. The corpo- 
ration has an initial capital stock of 
100 shares having a declared par value 
of $100 each and is formed to deal in 
shoes and hosiery. The first board of 
directors is composed of Royal D. 
Miller, Boyd L. Miller, Louis H. Straub 





and Grace E. Lash. 
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cee Footprints —~> 


More than one hundred and twenty million pairs of human 
feet are making history in America every day. Footprints on 
the path of time! The familiar top-boots of Uncle Sam are 
seven-league boots. They cover every State of the Union. 
Their errands dramatize human life. Upon land and sea and 
sky they carry to a daily conclusion the activities of a great 
nation. Footprints made by American shoes! For in this far- 
flung land, human feet have never been clothed with such 
beauty and comfort, nor protected with such skill and work- 
manship as they are today. Shoes that are acknowledged 
throughout the world as the expression of our national ability 
to excel. The product of men, material and machines, yet in 
every sinuous line and clinging curve, proclaiming their own 
trademark, “Made in the United States.” The Shoe Industry 
can justly claim a place of leadership in achievement and 
invention. Its industrial effort has been sustained and fortified 
by machinery of amazing ingenuity and mechanical perform- 
ance; the historical development of some 450 separate kinds 
of machines; these, scientifically perfected and constantly 
serviced for effective use to the Industry at large. Creative 
genius has placed upon the feet of the American people 
footwear of which every citizen may be proud. 


~_—_ 


United Shoe Machinery Corporation 
Boston, Massachusetts 
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WHERE TO BUY 
Fine Sport Shoes 





SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” fen 
i 
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SAN JEAN 
Falle colorful sport woolens call 
for this shoe with ite hand whip- 
ping of saddle and tip. 
OATALOGUB ON REQUEST 
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“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 

& 154 Lincoln St. 
Boston, Mass. Est. 1889 








WHERE TO BUY 


Shoe Forms 


MI ROLO ATT 
for Shoes and Hosiery 


made of white 
transparent or colored 
FAIRYLITE 


Shee Form Co.,Inc., Auburn, N. Y¥:; 
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WHERE TO BUY 


Shoe Accessories 
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VAMP-EEZ 


Pat. Pend. 
INSTEP PROTECTOR 


Worked out by the inven- 
tors to 


vam } .. insuring 
invisible instep 
protection. 
Adjustable to 
opera pumps— 
Clinches sales and 


New York City 














Oppenheimer Heads Association 


SAN FRancisco, CaL.—The last 
Wednesday of each month. has-been 
designated by the Retail Shoe Dealers’ 
Association of San Francisco for the 
dinner meeting of the group. At the 
July 29 meeting, held in the Hotel St. 
Francis with some 40 in attendance, 
the members of the program committee 
were unanimously elected as the di- 


rectors of the association; these are: | 


Russell Werner of Frank Werner Co., 
Pauline Johnson of the Nisley Co., 
Harry Gibson of Hanan & Son, Carol 
S. Wills of The Bootery, William Shi- 
verts of the Emporium, and Ernest 
Eisenberg of Eisenberg’s. The officers 
of the group are: L. Oppenheimer of 
Sommer & Kaufmann, president; Russ 
Yater of Hale’s, vice-president; Camille 
Baer, secretary. 


Stokes Buys Out Wetmore 


NEw HAVEN, CONN.—Sidney Stokes 
has become sole owner of the Walk- 
Over Shoe Shop, 930 Chapel Street, by 
purchasing the interest of Frank D. 
Wetmore, with whom he has been asso- 
ciated for 25 years. Mr. Stokes has 
been part owner and general manager 
of the Walk-Over stores here and in 
Bridgeport. The Bridgeport store was 
destroyed by fire in January, and has 
not been reopened. 

In. 1906, when Mr. Stokes became 


manager of the New Haven Walk-Over | 
store, it was located at 867 Chapel 


Street, later moving to 849 Chapel. In 
1924, with business constantly expand- 
ing, it was found necessary to seek the 
present large quarters. Mr. Stokes 
is active in the business and social life 
of New Haven. 


Harry Michaels Father of Second Son 


Bronx, N. Y.—Harry B. Michaels, 
manager of Dave Weisberger’s Auto- 
pedic Shoe Shoppe, 1012 Westchester 
Avenue, is the father of a second son, 
born a few days ago. Mrs. Michaels is 
spending the summer at their country 
home at Newtown, Conn., with the 
children. 


Brumberg Opens Store 


PHILADELPHIA — Milton Brumberg, 
formerly connected with a shoe store 
on East Passyunk Avenue, this city, 
has opened a new retail store under the 
name of the M. & B. Family Shoe Store 
at Seventh and Jackson Streets. 


Form Partnership 


Des MOoINEs, Iowa—L. H. Abel and 
R. L. Starrett have formed a partner- 
ship to open a shoe store at LeMars, 
Iowa, Aug. 28. Both are now located 
in Sheldon, Iowa. Leo Siegel will be 
manager of the new store, which is to 
feature shoes retailing below $5. 


Moorman Made Manager 


LOUISVILLE—Russell Moorman has 
been made manager of the DeLuxe shoe 
department at Byck Brothers & Co. 
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‘| Hugh Brown With Michael’s 


ATHENS, GA.—Hugh J. Brown, form- 
erly of Evansville, Ind., has been 
placed in charge of the shoe depart- 
ment for Michael’s store here. He will 
be assisted by Frank Purkell, it is 
stated. 


Jordan Opens Store 


PROVIDENCE, R. I.—George P. Jordan, 
former manager of the Physical Cul- 
ture Shoe Store of this city, has started 
a new store at 125 Weybosset Street 
carrying the Physical Culture line. 


OBITUARY 
SETAE IEP 


Arthur C. La Rose 


CLEVELAND — Northern Ohio shoe 
dealers were shocked to hear of Arthur 
C. La Rose’s sudden death at his home, 
21278 West Lake Rd., Rocky River, on 
Saturday morning, August 15. Mr. 
La Rose had been with the Chisholm 
shoe chain in Cleveland for many years 
and at the time of his death he was 
secretary and a director of the com- 
pany. He was also buyer of women’s 
shoes for the organization. Surviving 
are his widow, mother, a brother and 
two sisters. Recently he had been lo- 
cated at the Chisholm main office, 737 
Euclid Avenue, formerly having been 
manager of their store at 1140 Euclid 
Avenue. 


Frederick E. Tattersall 


PROVIDENCE, R. I.—F rederick E. Tat- 
tersall, owner and manager of a retail 
shoe store by that name for years here, 
died suddenly while on his way to 
work. He was in his sixty-third year, 
but had been in good health. Mr. Tat- 
tersall was driving his car back to his 
store when a patrolman noticed the 
man’s body crumple and called an am- 
bulance. He was dead when the ambu- 
lance arrived. He had a host of busi- 
ness friends in the city who were 
shocked at his sudden death. 


Walter W. Hoskins 


ToLEDO, OnH1I0—Walter W. Hoskins, 
aged 58, head of the H. M. & R. Shoe 
Co., one of the best known retail con- 
cerns in Toledo, died recently following 
an illness of a year. Although in ill 
health for a year, he was in active 
charge of the business until five weeks 
prior to his death. He was associated 
with shoe retailing during his entire 
business career. He leaves a wife, 
two sons and several sisters. 


Robert J. Weldon 


MANCHESTER, CONN.—Robert J. Wel- 
don, for many years proprietor of a re- 
tail shoe store at South Manchester, 
died August 17 following three months’ 
illness of heart trouble. He is survived 
by a brother and sister. 
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HERE IS Something Every Shoe Dealer 


This is a unit of 20 Cinderella Forms. Sizes 
6 to 24, any width you select, A, B, C, D, 
E. Complete with attractive rack, $25. 
Second width of 20 forms with rack, $20. 
Third width of 20 forms with rack, $15. 





should know about... 


1 pends dealer who sells children’s shoes has long faced this 
problem: ‘‘How can I prove to mothers that the shoes I select 
for their children are the correct fit?’” Many a sale has been lost 
because the salesman couldn't overcome the mothers’ preconceived 
ideas. 


Now you have the proof—Fairy Cinderella Foot-fitting Forms. 
The mother can see the foot inside these transparent forms. She 
can see that the toes have plenty of room—that the foot isn’t 
pinched or cramped—that the fit is right. Then when you show 
her shoes of corresponding size, there’s no question about fit. 


These forms are great time savers, too. You 
can now fit a child to the mother’s satisfaction 
in only a fraction of the time. 


Use Cinderella Forms—and advertise them. 
They'll build up your business and good will. 
Write to-day for folder giving complete infor- 
mation. 


SHOE FORM COMPANY, Inc., + Auburn, New York 


Licensed Manufacturing Branches: 
UNITED LAST COMPANY, LTD. Montreal, Que. The mother knows ber child’ s 
. shoe will fit when she sees the 
Northampton Paris Frankfort Melbourne foot through this transparent 
England France Germany Australia Sorm of corresponding size. 








at 4Q* and Lexington NEW YORK 


Has all the comforts 
of a private club. 
able 


The most enjoy; 








MARBRIDGE 
BUILDING 


The lines permanently displayed at the Marbridge 
i0té ere Building always merit your attention. The show- 
rooms of the national leaders in the shoe and 


in New York. 


leather industries are maintained here all year 


round. 
Desirable office space for approved tenants. 


eet ne ane] MARBRIDGE BLDG. CO., INC. 


1328 Broadway New York 
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Or SP er ee 


WHERE TO BUY 


Children’s Footwear 


os 





Children’s Fine Goodyear Welt Shoes 


THE GILBERT ” SHOE co. 
THIENSVILLE, 











ASS 
CHILDRENS 
FOOTWEAR 











PATENTED 


ROBA> 
*SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








» BATS IDEAL BABY 


SHOE CO. 


Soft Soles — inter- 
mediates. Hard 
Soles — infancy to 
four years! 


Danvers, Mass. 














What Else Can the Shoe Store Sell? 
[CONTINUED FROM PAGE 17] 


polish as an economic value and a ser- 
vice always on hand, emphasizing that 
it not only polishes but actually adds 
new life to the shoe. 

5. Overshoe: This item it is only 
advisable to suggest as the newest 
model for fall with the price mentioned. 
Galoshes can be sold in any weather, if 
they are only shown. A few pairs sit- 
ing around on the floor even during the 
warm summer days, will stimulate sales 
of their own accord. It is told of one 
Cleveland store that sold 350 pairs of 
galoshes during last August. 

6. Spats: Spats may be spoken as a 
fashion suggestion and, in these days, 
when only low shoes are worn, they 
will keep ankles warm as well as add 
tone to the ensemble. 

7. House slippers: Slippers, today, 
should be sold as a house comfort and 
for pajama wear and no shoe wardrobe 
is complete without a pair of slippers. 
Accessories can be sold in proportion 





of 15 per cent to shoe sales, 


Build ‘Em Up 


[CONTINUED FROM PAGE 15] 


street of any town day after day for a 


| year and watch the turnover of stores. 


What happéns to the machinery of a 
manufacturer who goes out of busi- 
ness? How much of it is ‘really 
scrapped so that the potential capacity 
of the industry is reduced? 

The “let ’em die” policy burdens busi- 
ness with enormous waste year in and 
year out, but it never cleans up any 
industry so that competition is really 
mitigated. 

What would we say if, during a flu 
epidemic, doctors, hospital heads and 
state health commissioners were to is- 
sue statements on how wonderful it is 
for the community to have the weak 
people die off and leave the strong 
ones. Why do we take similar state- 
ments about businesses with awe and 
respect from those who are responsible 
for our economic health? 

Long ago we came to feel that our 
death rate is a disgrace, and we devel- 
oped disease prevention. We realized 
the disgraceful waste of our fire losses, 
and we developed fire prevention. We 
are beginning to realize the disgraceful 
waste in our bankruptcy rate, but we 
are still saying, “Let ’em die.” 

But the “let ’em die” policy is only 
one of the beauties of deflation. ‘The 
policy of “let ’em suffer 
beautiful. It is the policy of liquida- 
tion which obsesses our best bankers 
these days. “You must reduce inven- 
tories”; “You must turn your assets 
into cash”; “Your position isn’t liquid 
enough.” For generations we have 
heard this from bankers and believed 
in the mystic virtues of liquidation 
without really understanding them and 
without ever questioning them. Why 
not question them? Why must inven- 
tories be reduced? What is the good of 
cash? What is the good of being in a 
liquid position? 

What are we liquidating? Frozen as- 
sets, or men and money? Why sell dol- 
lars for fifty cents? Why is it neces- 
sary to liquidate the steel and concrete 
that make factories, the land on which 
stores and homes and offices are built, 
the stocks of goods made by men who 
were paid economically sound wages? 
Nobody can question the desirability of 
deflating such monstrosities as the 
stock prices of 1929 and the Florida 
real estate prices of 1927; they needed 
not only liquidating but vaporizing. 
What is there economically sound in 
destroying the structure of real estate 
financing, in foreclosing mortgages on 
homes and commercial buildings, in 
wiping out equities and annihilating 
values? In the old ten-twenty-thirty 
melodramas, the man who foreclosed 
the mortgage was always a villain. 
But to we modern sophisticates, he has 
become a hero. 

It is sad to listen to the howls which 
the bankers are setting up at. the 
banking authorities who want to write 
down the valuations on some of the 


76 


” is almost as. 


bonds held by banks. This writing 
down ‘is long overdue and is exactly 
what the bankers have done to their 
customers. Ordinary mortals may 
think this is retribution, but it isn’t. 
It is a logical continuation of the de- 


| valuating process which the bankers 


have been carrying out. It’s their own 
chickens coming home to roost. 

The policy of liquidation is based on 
the theory that there is too much of 
everything in this world and that 
prices are too high. The policy of “let 
’em die” is based on the theory that 
there are too many in business. How 
did it come about that there are too 
many retailers, for instance? Who put 
them in business? Who sold them their 
fixtures on easy payments? Who gave 
them their first big line of credit? 

The opening up of new stores is only 
a small factor in the multiplication of 
retailers. Much more important is the 
“opening up of new outlets” by adding 
to the lines of existing merchants. 

In the last few years there has been 
great rejoicing at directors’ tables at 
the announcement that 10,711 filling 
stations from coast to coast are now 
handling our line of crystal chan- 
deliers; that 93.47 per cent of the pea- 
nut vendors of the United States are 
handling our line of rayon beach pa- 
jamas; that 74.39 per cent of the ten- 
cents-a-dance girls in the Gulf-South- 
west States are handling our multiple 
turret lathes; that 101,711 gigolos in 
incorporated places over 2500 are not 
just gigolos, but are agents for our 
line of microscopes and telescopes. 

It is apparently the ambition of ev- 
ery store and every stand to become a 
department store; and it is apparently 
the duty of those who have no such 
ambition. It certainly seems to be the 
duty of every manufacturer and whole- 
saler to do his utmost to encourage 
this. It is not too far-fetched to say 
that one of the reasons why the lathe 
operator has been selling apples on the 
street corner is because the sales man- 
ager of his former employers had the 
idea of selling his tungsten steel gears 
at roadside apple stands in Virginia. 

What have the manufacturers and 
wholesalers gained by multiplying out- 
lets? How many of these outlets have 
ever been profitable? How many have 
been worth the clerical cost of handling 
their orders, let alone the cost of a 
salesman’s call? What have the manu- 
facturers gained by hounding their own 
customers with new competition? Who 
gains by organizing our business sys- 
tem on the Chinese principle of drown- 
ing girl babies? Why create businesses 
only to destroy them? 

The orgy of multiplying outlets in 
the last few years has magnified our 
present troubles by forcing unneces- 
sary waste in distribution; unnecessary 
cost of selling; unnecessary difficulty 
for the retailer in making a living. 

[TURN TO PAGE 78, PLEASE] 
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C. P. FORD & CO. 
ROCHESTER, N. Y. 


Archetype—a combination of style and arch shoe designed to 
meet the demands of the woman who demands style but must 
have comfort. 


Feature Archetype shoes for women and you will make the fastid- 
ious customer—the price ignoring customer—the most profitable 
customer of them all—your customer. 

For consistent profits and a permanent and growing clientele, 
we suggest—Archetype. 


Cc. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 





BOWCRAFT’S NEW SENSATION! TAKING NEW YORK BY STORM! 
FEATHER BOWS 


With Eugenie Effects 


Be the first retailer in your city to feature 
Bowcraft Feather Bows. In harmony with the 
prevailing fashions Feather Bows by Bowcraft 
are having quick and profitable sale in the 
smarter New York stores. Order your bows 


IN STOCK—IMMEDIATE ELIVERY from this advertisement. 

ner — ne pF . i . ~ = - 
acl ede Bow, ack and te Feather. 

Brown Kid Bow, Brown and Beige Feather. IN STOCK—IMMEDIATE DELIVERY 


nos Be Se Dee oe ae ae THE BOWCRAFT COMPANY _ Sirown ‘ta Belge Feather, Brown Kid or Suede Band 


Can be made in any combination to order. Green Feather, Green Suede or Black Patent Band 
Price 35¢. per pair. Creators of Ornaments That Sell Red pa Bae Suede or Black Patent Bend 
in made in any combination to order 
Every Bowcraft Bow Is Equipped with a Clip 44 West 33rd Street New York Price 35¢. per pair. 








BOOT AND SHOE RECORDER 


TRADE MARK DIRECTORY 


THE LATEST AND MOST COMPLETE DIRECTORY 
OF 
TRADE NAMES OF THE 
SHOE, LEATHER AND ALLIED 
INDUSTRIES PUBLISHED 


PRICE $1.00 
BOOT AND SHOE RECORDER 239 West 39th Street, N. Y. C. 
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WHERE TO BUY 
Ballet Slippers & Sandals 





BLACK KID BALLET 
SLIPPERS 


Soft and Hard Toe 


% ; 
Children’ s 6 BBS 11 1.25 
Hard Toe $1. -. A a A Higher 


TH 
50 N. 4th st, Philadelphia 














BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style — *. A Hand 


ny un" "ini : om. 8 
$1.40 
ty right 


“and lefts in 
wee oy & HERDER. 
lalists In Ballet Manufacture 

241 N. serth Street, Philadelphia, Pa. 


Inc. 








The CAPEZIO 
CATALOGUE TELLS 
the PROFIT STORY! 


SED for the new Catalogue and 
Ask about our exclusive fran- 
ehise plan. Learn about the profit 
pessibilities CAPEZIO Dancing Foet- 
wear offers. 


cumngee STOCK 

169 Ne State St. 

LOB ANGELES 
DEPT. 


1588 Rosalia Road MAIN OFFICE AND 
FACTORY 











Sumi 
Posing 


Rights and Lefts 
o — 
Wom. Miss 
*. 40 * 35 i 36 
1.20 1.15 
“In Stock 
Professional Ballet 
Slippers Also 
325 W. Monroe 


CHICAGO 
FOOTWEAR 
COMPANY 


Chicago, Il. 











In Stock Black Kid 

Ballet Right and Left 

Last 

$1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 Date 

BLOG SHOE CO., INC. 
147 Duane Street 

New York City 


Ladies’ 








IS THE TIME 


NO TO BUY.... 


qAsH in on the Fall opening of 
Dancing Schools, Dancing and Gym. 
masium classes! This profitable busi- 
ness is yours when you _ feature 
CAPEZIO Dancing Footwear. Strategi- 
cally located Stock Depts. assure prompt 
delivery. 

Send for the Catalogue and ask about 


our exclusive franchise plan. 


CHICAGO STOCK 
DEPT 


159 No. State St. 


LOS ANGELES 
STOCK DEPT. 
1533 Rosalia Road 


333 WESISZ'°SL, . 
NEW ‘YORK CITY 
MAIN OFFICE AND 
FACTORY 














To Sell Quality in Boys’ 
Fall Footwear 
[CONTINUED FROM PAGE 28] 
of understandable, practical reasons as 


to the difference between the’ various 
grades, with considerable stress being 


. put on the ultimate benefits coming: 


from the wearing of shoes costing a bit 
more in the beginning. Separate cat- 
alogues are to be gotten out by indi- 


vidual retail houses in which the story 


of boys’ quality shoes will be told. 


Perhaps the most startling trend of 
the early fall selling is the country- 
wide acceptance of medium narrow toes. 
Many merchants have been surprised 
to find that this last, which they bought 
very sparingly on first orders, has sold 
way beyond their expectations. Manu- 
facturers are taking this as a cue as to 
the trend next spring and are lining 
out their sport shoes accordingly. 

Plain toe patent leather oxfords, in 
the light weights, are just like postage 
stamps or sugar in a grocery. There is 
no great movement in the style, but 
most all boys’ shoe departments feel 
the need of carrying one light-weight 
welt for their dress-up shoe. 

Wing tips are outselling the plain 
tips both in Blucher and bal patterns. 
In the smooth calf group of leathers, 
black still leads, but the margin is cut 
down a bit from last season. Early 
sales indicate that the proportion will 
be close to 55 per cent black to 45’ per 


cent brown. This dope does not hold: 


true in the boarded leathers, being just 
reversed. Boarded leathers and grains 
have a considerable lead over smooth 
calf in the before-school sales. It ap- 
pears that the smooth calf leather is 
being bought mostly by the mother who 
requires that her boys’ shoes serve for 
both dress and school purposes. 

Boys’ suits will be cut in double- 
breasted patterns more than ever this 
fall, these running a close second to the 
single-breasted models, both for school 
and for dress wear. The popular shades 
for boys’ clothes will be metallic blues 
and slate colors, followed closely by 
mahogany browns and tobacco browns, 
all of which means more brown shoes 
for fall wear. 


The standard party suits will be as 
before, blues, both blue cheviots and 
unfinished worsteds. .For the juvenile, 
the Eton or Rugby jacket and shorts 
will predominate, and for older boys 
the single or double-breasted coat with 
knickers of the same color and material. 


Shoe Form Co., Inc., to Exhibit 


In a news item published on page 60 
of the August 15th Boot AND SHOE 
RECORDER, giving names of allied 
trades exhibitors who have made reser- 
vations for rooms at Hotel Commodore, 
New York, during Shoe Display Week, 
November 16 to 20, the name of Shoe 
Form Corporation, Portsmouth, Ohio, 
was erroneously listed. The correct 
listing should be Shoe Form Co., Inc., 
Auburn, N. Y. 


WHERE TO BUY 


Women’s Shoes 


STYLED to SELL FAST 


LITTLEWAYS TO RETAIL 


at $5.00 
IN STOCK AAAA TO C 
SEND FOR CATALOG 


“WALDEN & PERRY, Inc., 


Lynn, 
Mass. 





CUSHION SHOES 


FOR WOMEN 
THE. JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 














Build ’Em Up 
[CONTINUED FROM PAGE 76] 


Back of it is the crazy hunger for out- 
lets and the indiscriminate granting of 
credit. Unsound credits at the begin- 
ning and ignorant and indifferent con- 
tinuation of credit; and the scared and 
callous shutting off of credit at the 
end. Merchants are carried along when 
they shouldn’t be and are killed off 
when they shouldn’t be. Time and 
again the records of bankruptcy cases 
show that credit was extended by some 
manufacturer or jobber or banker up to 
the last minute; that the merchant was 
overloaded more and more up to the 
end; that creditors began to scramble 
out months before so that the other 
fellow would hold the bag. 

Back of it all it the theory that 
credit means the lending of goods to 
be paid for in the future. As long as 
business acts on that theory, credit will 
be misused and will be destructive in- 
stead of constructive. In credit, too, 
“money isn’t everything.” With credit 
must come help, planned development. 
It isn’t that there are too many small 
businesses, but that there are too 
‘many inefficient businesses. 

What we need as much as we need 
anything today is a new credit policy; 
not a routine of looking up ratings and 
getting free information on risks from 
the bank and sending out a set of col- 
lection letters with colored stickers. 
What we need is a credit policy which 
is— 

Sound and cautious in encouraging 
new retailers or new outlets; 

Constructive at all times; 

Helpful in bettering business 
methods; 

Intelligent in eliminating unsound 
outlets in good times rather than in 
bad. 
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§/ SPOOLED WOOD HEEL TOPS 


SAVE SILK STOCKINGS 


IVE real advantage to the women who wear 
your shoes. Have all the heel tops and lower 
breast edges spooled or rounded-in. 


You may never have done this, even though it 
made your heels appear lighter and more graceful, 
because heels finished this way (by hand) were not 
uniform. 


Now Mears makes heels with tops and breast 
edges rounded by machine with machine accuracy 
and uniformity. Unrounded heels which damage your 
customers’ silk stockings are out of date. Why use 
rough, crudely-spooled heels when you can get them 
smooth and uniform almost to the point of perfection. 


Specify Monospools and INSIST, the genuine 
have this trade-mark on the Heel Seat. 


MONOSPOOL OLD STYLE 


New - Mechanically Hand Rounded 
Rounded 


HIS 


TRADE ~~ MARK 
ON EVERY HEELSEAT 


FRED W. MEARS HEEL COMPANY, INC. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. . 


Associated Companies 
CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 
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Ted Orr, of the Potter Shoe Co., Cincinnati, said jeesiialy ¢) 
“Signs in the windows are even more important than space in 
the newspapers, for there is the public looking at the actual mer-_ 


chandise, with no one to tell them a thing unless there are cards 
to tell the story.” 


Two comments from our card service members: 


“We are absolutely sold on ‘Recorder Selling Messages’ as the 
livest show card service to be had today for the money.” 


“First of all we want to compliment you on our cards. They are 
an asset to the looks of any window and the wording is up to 
date and effective.” 


The shoes you buy . . . and don’t sell . . . are the real expensive 
shoes. Chain stores have well planned trims with attractive 


i H White background; illustration 
display cards and tickets. in two shades of red and bright 


Your windows are the best of all so-called consumer advertising, green; text in black. 


if your cards are there to say for you what you would like to say pa: 


in person to the window-shopper about your store service. Complete Texts 


Each month’s set of cards is colorful, artistic, with die-cut top, sent on request: 
with hand-lettered selling messages, making it comparatively a 5 cards—Women’s Shoes 


simple matter to make the window trim fairly alive with your ; 2 cards—Men’s Shoes 
1 card—Children’s Shoes 


1 card—Hosiery 


hearty invitation to come inside. 
Recorder Show Cards double the value of your window dis- 5 cards—On Store Service, 
plays! Fitting, Quality, etc. 


. . ‘ Single cards—60c each 
Complete Service Sent on Request for Inspection and Trial. = Without text—35c each. 





ono oo = FS fe hlmHlC<i StrwC(“‘i‘ia KOC! CU 





In all denomina- 
tions 


D—Modernistic 3-Way, 
with gold’ edge or 
go 
red with black edge, 
on white. 
6 dozen, $2'b0 
12 dozen, 50 
All other price tickets 
in two 


J—Adjustable clips for 
rice tickets. 
+i gross $2 


K—Shoe Carton Tickets. 
1.50 per 500 
per 1000 


MANY OTHER 
PRICE TICKETS 
IN STOCK 
ALSO: Profit Oharts 
Daily Stock Record, and 
Financial Record Sys 

tems. 


Ask for Samples 
Check with Order 
—Please 
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[I!1PULL SHOPPERS IN” 


Annual Display Card 
Service includes: 


“Store Window Bulletin,” supplies 
merchandising and display sugges- 
tions each month. 


Special Cards, with wording as 
wanted. 

Exchange of Cards: Annual card ser- 
vice subscribers may exchange any 
cards received for others of the cur- 
rent month whose texts better cover 
their merchandising program. 


Price Tickets: Blank tickets match- 
ing the current month’s cards, sup- 
plied free; neat tickets with prices as 
wanted, but which do not match the 
show cards, also supplied annual 
card subscribers free; tickets with I 
prices as wanted which match the YOUR CHOICE OF HOLDERS 
cards are 50c per 100 additional. : 
Gold and Black frame and Oval base—burnished gold— 
Exclusive Franchise is given with an- ‘ 
: : base—3 color festoon 3 color trim 
nual card service to one merchant in 
an average size town, suburb or city Either holder harmonizes with the finest of window display 
shopping center. fixtures. 








COUPON 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Messages” card service No. for one year, 
consisting of cards, each month and 

art card holders, with the first month’s service, be- 
ginning with cards for September for which we will 
pay $ per year, payable $ per month. 
For cash in advance full year’s service, 5% discount. 


Select the 
Service You Wish— 
Then Mail Coupon 


12 hand designed cards each month, each 
with different sales messages, die-cut tops, 
colorful, artistic, size 9 by 12 inches; with 
100 blank price tickets to harmonize with 


service cards each month (or with prices im- (If for any unforeseen reason we wish to discontinue 


service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


printed, selection of prices as wanted, 50c. 
per month additional). Also 6 card holders 
with first month’s service. 


Servi (Cross out lines not carried.) 
No. 2 _8 cards No 3 6 cards 
$4.00 100 blank price tickets $3.00 50 blank price tickets 


4 card holders Monthly 2 card holders 
Monthly 


Printed Price Tickets:— 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Iil. 
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THIS MAY BE 
YOUR OPPORTUNITY 














SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








New York, N 


A PROFITABLE SIDE LINE FOR REAL PRODUCERS 


Manufacturer‘of well known Brockton men’s line retailing at $5 wants high grade experienced men with good 
selling records for the following territories: New England, New York, Pennsylvania, Indiana, Illinois, 
Kentucky, Tennessee, Alabama, Southeastern Ohio and Virginia and Texas. 
Please give all details relative to sales records and present connections when applying. 
will be a a strictly confidential. Address C-609, care Boot & Shoe Recorder, 239 West 39th Street, 


Will pay 6% commission. 
All applications 


SALESMAN having large following among 
buyers for chain shoe stores, shoe findings 
jobbers, department stores, syndicate stores, 
dollar stores in New York and out of town, 
desires lines of men’s spats, slippers, hosiery, 
etc. Address C-606, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





POSITION WANTED 








Salesman Wanted 


To handle fast line of women’s 
Compo novelties to retail at $5, and 
$6. for well known manufacturer. 
Smart numbers carried in stock. 
The following territories open: 
Arizona, New Mexico, Colorado, 
Idaho, Wyoming and Utah. 


Address C-598, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 








Reeid, Sal, 


for Following Territories 
yinernts TENNESSEE OKLAHOMA 
dA be Y Aaxeeeee FLORIDA 
(out SIANA GEORGIA MISSISSIPPI 
WEST VIRGINIA ALABAMA TEXAS 
Must have following and able to produce selling 
general line shoes in jobs at a price. No objec- 
tion té non-conflicting lines. Commission pay- 
able against shipments. 
Address C-601, care Boot & Shee Speender, 239 
West 39th Street, New York, 














MEN SELLING CHILDREN’S SHOES 
WANTED to carry side line Infants’ 
Welts up to size eight. Best numbers in 
stock. No drawing account but high rate com- 
mission. Refer us to present or previous em- 
loyer in your first letter. Address C-592, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New ‘= | i A 








S HOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
give territory and _ references with reply. 
MANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, III. 





EW ENGLAND SALESMAN thoroughly 

acquainted with trade in New England 
states and Northern New York to represent 
high grade juvenile welt line with considerable 
following in territory. Man with established 

ton office preferred. Should be capable of 
selling large retail trade and volume buyers. 
Write for full details. Address C-597, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


“" DUDLEY SHOE CO., 


[F you know a man planning to re-enter the 
retail shoe business, please show him this ad. 
He can hold his men’s trade and earn a good 
income in the meantime by selling direct factory 
to wearer. THE DUDLEY SHOE, a dress 
shoe carried at the factory in forty-seven style 
numbers, $4.95 to $5.95. Anyone interested 
should address the distributing office of THE 
144 Duane St., New 
York City. 





SALESMEN: Entire Country, Polish and Dye 
line—Entirely new appeal—Every store a 
prospect — Liberal basis. ARMBRUSTER, 
418-40th St., Union City, N. J 








To Manufacturers of Men’s 


Shoes to Retail at $4 to $6 


You are interested in placing your prod- 
uct in the hands of honest and capable 
Retailers. I have done this successfully 
for many years. That’s my job! '! 
Our interests are therefore identical. 
Can we get together for our mutual ad- 
vantage? Now employed—Free— Sept. 
1st. 

Best of references available. 


Address C-607, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y¥. 














GS HOEMAKER—American—experienced in all 
branches modern repairing. Fabric dyeing, 
French rebinding, all machines. Formerly with 
Fifth Avenue’s leading store. Will go any- 
where. Address C-600, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





ANAGER, 12 years’ experience men’s and 

ledies’ shoes, desires position with reliable 
concern; out of town considered. Address 
C-608, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





COLLEGE SALESMEN WANTED — Suc- 
cessful salesmen experienced in calling on 
college trade to sell a high grade line of well 
advertised men’s shoes on a commission basis. 
Two new territories now open for Fall season. 
Our own staff know about this advertisement. 
Address C-585, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ALESMAN WANTED—Shoe salesman to 

carry established line of Arch Supports. 
Liberal commission. Reply stating territory de- 
sired and give references. Address C-599, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


LINE WANTED 


FOR SALE 








WANTED 


An outstanding line of Ladies’ Style 
hoes, for eastern Ohio, New York and 
Pennsylvania. Five to Seven-Fifty re- 
tailers. I have the accounts already 
established. Oorrespondence solicited. 
CHAS. E. ASPINALL 
419 E. Oakland Ave., 
Columbus, Ohio 











EXECUTOR'S SALE—Old established shoe 
business in Binghamton, New York. CITY 
NATIONAL BANK OF BINGHAMTON, 
New York, Executor. 





SHOE STORE FOR SALE—A wel! estab- 
lished shoe business in one of the best 
towns in Southern Minnesota, selling high and 
medium grade shoes, only exclusive store in 
town of 4500. Price $4,500 cash, rent $60.00. 
Address C-604, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
@* Advertisements for this page must be in our New York office on Friday of the week preceding publication. Va 


Minimum charge 
In all other cases each 
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FOR SALE _ BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 











MODERN Family Shoe Store. Small city 
Northern Ohio. No competition. Will 


sell with or without stock. Address C-605, care e e 
Boot & gg pee, 239 West 39th Street. Podi t Chir 
New York, ¥: a ry oO id 


FoR SALE—An exclusive women’s shoe A School in Boston, Massachusetts 


Salon in North Eastern Pennsylvania City 
with a drawing population of 250,000. Address 


ist miak:’”C PODIATRY—The profession in demand by all cities and towns. 
The necessity for FOOT CARE is Universal. 


WANTED TO BUY SPECIALIZE in “Scientific Treatment of the feet.” 


Clinical training in foot clinica. Special clinics for children of 
ANTED TO BUY—Set of used window school age, industrial employees and the poor. Entrance require- 


fixtures. Wrought iron or chromium finish. 


Must be reasonable. Describe fully. Address mente—4 years of high school or equivalent. 


C-603, care Boot & Shoe Recorder, 209 South 
Write for catalogue. Hmam B. Donatpson, Dean 


State Street, Chicago, IIl. 
BUSINESS OPPORTUNITY MIDDLESEX SCHOOL OF PODIATRY 


Administration Office 
HAVING retired from thirty-nine years of 473 Beacon Street e . ° Boston, Massachusetts 


shoe retailing, I wish to rent store in good 
location—heated—12 foot windows of latest de- 
sign. Have full set of high grade shoe fixtures 
to sell cheap, or will rent with store. Rent 
is $130.00 or with fixtures $140.00. B. 
WOODWORTH, 5926 W. Chicago Ave., 
Chicago. 





























YOU CAN HAVE A BUSINESS PRO- MERCHANTS’ NEEDS 
FESSION OF YOUR OWN and earn big 
FOR jee in be ag toon. 4 new ts ay. of ” 

RENT ‘oot correction; readily learne y any 
one at home in 'a few weeks. Easy terms Soft Tee Ballets 
~~ P bag mney = ou cantattend to. No — 
a e trade you can attend to © capi- 
RENT $100.00 per Month or Lease; most de- tal required or goods to buy; no agency 
sirable location Janesville, Wis., connecting or soliciting. Established 1894. Address 
room 22 x 35 with women’s wear store, en- Stephenson Laboratory, 21 Back Bay, 
trance two main streets, separate display win- Boston, Mass. 
dow, ideal location and real opportunity for 
popular price line ladies’ shoes. Write, ROTH 
& CO., Beloit, Wis. 























WANTED TO PURCHASE MERCHANTS’ NEEDS 














sample. 
If you contemplate selling your FOR SCHOOL OPENING . 
entire or surplus hea a 0 ped x Advance Theatrical Shoe Co. 
municate with us. Prompt at- Dept. 58. 159 N. State St., Chicago 


tention given. 8 oe ; West Coast Office: 6362 Hollywood Bivd., Los Angeles 
KIRSCH-BLACHER CO., INC. ;' , 
590 Broadway New York GIANT ERASER PENCIL BOX In Empire State Building 





ho n \e: . 
mc a dle Contains 8 ool. Blotters, Pencil, PHILADELPHIA — The Newton-Elkin 
a ee | Ruler. Shoe Manufacturing Co., of Philadel- 
_epnnecenctncions naypcannacetiagy Distributore— phia, reports business considerably bet- 


HIGHEST CASH PRICES $ Paramount Souvenir Adv. Co. ter than this period last year, and an- 
PAID 4 360—4th Ave., New Yerk, N. Y. nounces the opening of an office in the 

for. shoe stocks, slow sellers, ote. Short time Royal Souvenir Ce., Inc. new Empire State Building in New 
a ee ee confidential 1018 ©. New Vork Ave, Greskiyn, York City. The interior is done in 
MAX ‘CLAUBERG oe French drawing room style and the 

327 Church St., New York City shoes are kept in custom made cabinets. 
penrsntlbs» thicme ' This is the first shoe firm to-date that 

has taken space in this new building. 























We will pay the best price for ian Close Kokomo Shop 
your surplus or entire stocks of shoes, 


general merchandise or department — 
stores. Leases assumed. Ge A KoKoMo, IND.- The New Boston 
Phon - Write - Call H U Store, shoe retailer here, has been 


All aaanee strictly confidential. 

Ll closed and the stock moved to a store 
101 —_.. = yng Ci 5 \ a —_, owned by the company in Indianapolis. 
Phone Worth 2-5922 Est. 1880 LU \ The removal of the store leaves the 
| store room vacant for the first time in 
thirty-seven years. Lack of business 


was given as the reason for moving. 





Manufacturers 





We are open to é » popes bs 
BUY FOR CASH ed an i} — Discontinues 
retail stocks of SHOES—GENERAL MER- ed information. : 
CHANDISE — Unexpired leases assumed. : LOUISVILLE—The Queen Quality Boot 


POSTER @ DEUTSCH Shop, formerly at 536 Fourth Street, 
436 Giuwe Dey Dock 0352 7 Pig rl sere Co. has sold out and discontinued its Louis- 


MILWAUKEE 
Phone Dry Dock 0 tds dios: waecoNsitN ville store. 
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Hotel 
WINTHROP 


MARRY BURNETT, MgnDin 
47% STRE ET 
LEXINGTON AVE. 

NEW YORK 


The location of the Winthrop com- 
bines residential luxury and transit 
convenience .. . All rooms are eue- 
side and large, light and airy .. . 
Ample closet space, serving pantry, 
sink, and electric refrigerator with 
each suite .*. . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 

















Grossman Hold-Up 


CHIcAGoO—In a bold, daylight robbery 
just, after opening hours, a lone hold- 
up man robbed the Grossman shoe 
store, on Randolph Street, in the heart 
of the Loop, of $150 after threatening 
customers and clerks. 

Entering, he drew a revolver and 
herded everyone to the rear of the 
store and ordered a clerk to call the 
owner, E. L. Grossman. Mr. Grossman 
protested that the store had just 
opened and that only a little change 
was on hand. Evidently the robber 
knew better, for he threatened to shoot, 
so the owner instructed the cashier to 
turn over the contents of the cash reg- 
ister. The bandit sauntered out and 
disappeared into the morning shopping 
crowds. 


Damaged in Acid Assault 


PHILADELPHIA—The shoe store of 
Charles Clauss, 613 W. Girard Avenue, 
suffered with three adjacent stores, 
when acid was hurled from a speeding 
automobile through doors and against 
display windows. This attempt to ter- 
rorize storekeepers is believed due to 
price cutting in the neighborhood and 
the real target of the acid is thought 
to be a barber shop next to Clauss’ 
store. Police have arrested one man 
who has been identified as one of the 
occupants of the machine. 





Buys Robertson. Shoe Co. 3 


St. Paut, MInn.—Announcement is 
made of the purchase by the Freeman- 
Thompson Shoe Co. of the Robertson 
Shoe Co., Minneapolis, which manufac- 
tures the Coseytoes boudoir slipper, 
and which is capitalized at about $250,- 
000. The plants will be consolidated in 
St. Paul with the result that the St. 
Paul output will be increased, and the 
volume of business may be doubled. 
Space in the Lindeke building will be 
enlarged by the St. Paul factory: and 
possibly 50 machine operators will be 
added. Harold C. Freeman is presi- 
dent. 


New Shoe Department 


AMARILLO, TEX.—The L. and W. 
Orchid Shop has opened up for busi- 
ness in Amarillo handling women’s 
better quality shoes and ready-to-wear. 
Ernest Wood, from the Wood’s Shoe 
Store of Wichita Falls, Tex., and 
Homer Tanner, formerly owner of 
Tanner’s Shoe Store in Amarillo, are 
in charge of the shoe department. New 
orchid and red fixtures, toned with 
black, have been placed in the new store 
on Polk Street, and the establishment 
is modern in all phases. 


“Birmingham Day” a Success 


BIRMINGHAM—“Birmingham Day,” a 
cooperative bargain day celebrated hy 
150 merchants of Birmingham, was de- 
clared a huge success here last week. 

The one item that contributed more 
than anything else, excepting publicity, 
was contributed by the Birmingham 
Electric Company. Their offer was 
free transportation to town on every 
trolley line between 9 a. m. and 11 
a.m. Throngs of people on the streets 
resembled Christmas shopping crowds. 


Boston Store to Move 


PORTLAND, ORE. — The Boston Shoe 
Store, located at 34 Third Street, will 
move to larger quarters at 268 and 270 
Morrison Street, the middle of August. 
Al Feitelson, manager, announces that 
the new shop will be 75 feet long and 
have a 42 foot frontage. 

It will be finished in black and silver 
and opera chairs have been ordered. 
The Boston Shoe Store has been in 
business at Portland more than twenty- 
five years. 


New Fiorsheim Agency 


LOUISVILLE—The H. P. Selman Com- 
pany, corner Fourth and Walnut 
Streets, has taken over the agency of 
the Florsheim shoes for women, in ad- 
dition to the other lines it is carrying. 


Closing Store 

PHILADELPHIA— The Dixie Shoe 
Chain is closing out its store at 1017 
South Street. 





MERCHANTS’ NEEDS 








A new price ticket of dif- 


ferent color each month-- 


Samples on Request 
Carried In-Stock 
any assortment desired 


Bright red modernistic flower il- 
lustration; black figures, white 
background. 


Prices not carried in stock, 15c. 
per dozen extra. 


(Check with Order, Please) 
Merchant’s Service Dept. 


Boot and Shoe Recorder 
209 So. State St., Chicago, Ill. 











Shoe Cleaning Machine for Use 
in Stores and Departments 


In spite of every care taken, stocks 
in retail stores are soiled and marked 
by continual handling and fitting, and 
to keep the stocks in salable condition 
they must be brought back to original 
finish. 

A very necessary machine for every 
retail. store, for the purpose named, is 
Shoe Cleaning Machine—Model A, 
which consists of a base on which is 
mounted a shaft carrying two brushes, 
one of cloth and one of yarn. The op- 
eration is by a small motor also at- 
tached to the base, which can be 
plugged into any electric socket. 

A very little work on the part of a 
clerk is all that is needed to keep the 
stock in first class salable condition. 


New Arch Shoe Store 


PHILADELPHIA—Leonard B. Katz and 
Albert J. Berlin, both of Philadelphia, 
have recently opened offices in the 
Perry Building, Sixteenth and Chest- 
nut Streets, this city, under the name 
of the Krek Tiv Arch Shoe Service. 

Men’s, women’s and children’s shoes 
are handled, the customers coming al- 
most entirely upon recommendation of 
doctors and hospitals. 
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THE BusINESss 
BAROMETER 


Business Changes 


ARIZONA—Yuma—R. FE. Morrow; boots, 
shoes, etc.; reported liquidating. 

ILLINOIS—Chicago—The Erie Clothing Co. 
(648 N. Clark St.) ; boots, shoes, etc.; inc. au- 
thorized capital $100,000. 

1OW A—Hawarden—Leafstedt & Vernon ; 
boots, shoes, etc.; reported selling or sold out. 

MAINE—Kennebunk—Kesslen Shoe Co.; shoe 
manufacturers; voted to issue $25,000 common 
stock. 

MASSACHUSETTS — Lynn — Lynncraft Shoe 
Co.; manufacturers; recently commenced busi- 
ness. 

Salem—<Ashton’s Shoe Shop, Inc.; boots and 
shoes; recently incorporated. 

MINNESOTA—St. Paul—I. Fineberg & Co.; 
boots, shoes, etc.; recently incorpora 

NEW YORK—Brooklyn—Benjamin Gordon & 
Theodore Clothing Co., Inc.; boots, shoes, etc.; 
inc. authorized capital $15,000. 

Buffalo—L. N. Ellsworth, Inc.; 
shoes; recently incorporated. 


boots and 


New York City—Bobby Shoes, Inc.; boots, 
shoes, etc.; inc. authorized capital $5,000. 

Dial Shoes, Inc.; boots, shoes, etc.; inc. au- 
thorized capital $10,000. 

Gomez & Co., Inc.; boots and shoes; inc. au- 
thorized capital $60,000. 

La Tour Shoes, Inc.; boots and shoes; recent- 
ly incorporated. 

Tel’s Shoes, Inc.; boots and shoes; recently 
incorporated. 

Utica—Philip Rudolph (1659 West St.); boots 
and shoes; recently commenced business. 

OKLAHOMA—Miami—True Economy Shoes, 
Inc.; boots and shoes; inc. authorized capital 
$5,000. 

PENNSYLVANIA—Erie—Frank’s Department 
Store, Inc.; boots, shoes, etc.; inc. authorized 
capital, $5,000. 

Philadelphia—Brown Shoe Co.; 
etc.; recently incorporated. 

TENNESSEE—Bristol—The Fashion Shop, 
Inc.; boots, shoes, etc.; inc. authorized capital 
$10,000. 


boots, shoes, 


Failures, Embarrassments, Etc. 


ALABAMA—Talladega—Enoch Koppel (“New 
York Store’); boots, shoes, etc.; reported peti- 
tion in bankruptcy; reported receiver appointed. 

CALIFORNIA—Los Angeles—Capitol Stores, 
Ltd. (‘“‘Hirson’s Self Service’’); boots, shoes, 
etc.; reported petition in bankruptcy. 

San Diego—Chester R. Cleator (‘‘Cleator Shoe 
Store”) (645 Broadway); boots and shoes; re- 
ported assigned. 

CONNECTICUT—Bridgeport—Samual Schwarz 
(1265 State St.); boots and shoes; repo pe- 
tition in bankruptcy. 

Meriden—Morris Goldstein (‘‘David’s Boot 
Shop”) (511% W. Main St.); boots and shoes; 
reported petition in bankruptcy. 

ILLINOIS—Chicago—Max Fabrian (629 W. 
Madison St.) ; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

KANSAS—Peabody—Walter A. Brooks (“Cash 
Shoe Store’); boots and shoes; reported peti- 
tion in bankruptcy. 

Wichita—Bob Smart Booterie (W. B. Kerich, 
Prop.) (138 N. Main St.); reported assigned. 

MASSACHUSETTS—Norwood—Charlie _Stri- 
coff (‘““Worthmore Bootery”) (660 Washington 
St.), boots and shoes; reported assigned. 

NEW JERSEY—Union City—Nathan Sisco 


(“Marvel Shoe Co.”); boots and shoes; reported 
petition in bankruptcy. 

NEW YORK—New York City—Artistic Slip- 
per Co. (Albert Donheiser, Prop.) ; (153 E. 42nd 
St.) ; jobbers; reported called meeting of cred- 
itors for Aug. 14. 

Harry Tuchman (“Merit Shoe Shoppe’’); (326 
W. 125th St.) (2509 Webster Ave.) ; boots and 
shoes; reported called meeting of creditors. 

OHIO—Cincinnati—Krell E. Spires (Spires 
Shoe Co.); boots and shoes; reported petition 
in bankruptcy. 

PENNSYLVANIA — Altoona — Nate 
(“Smart Shoe Shop”); boots, shoes, 
ported petition in bankruptcy. 

Canonsburg—Barbe & Crawford; boots and 
shoes; reported petition in bankruptcy. 

Chester—Bessie Smith (“Smith’s Boot Shop’’) 
(1806 W. Third St.) ;,boots and shoes ; reported 
petition in bankruptcy. 

SOUTH DAKOTA —Sioux Falls — Delaney 
Clothing Co., Inc.; boots, shoes, etc.; reported 
petition in bankruptcy. 

WASHINGTON—Yakima—Draper Shoe Salon; 
boots and shoes; reported assigned. 

WISCONSIN — Kenosha — Goodman’s Clothes 
Shop; boots, shoes, etc.; reported petition in 
bankruptcy. 


Savitz 
etc.; re- 


New Shoe Stores 


New York, N. Y.—Bobby Shoes, Inc. 

Milwaukee, Wis.—The Nisley Co., 179 W. Wis- 
consin Ave. 

Jamestown, N. Y.—H. M. Reich Co., Inc. 

Union City, Pa.—H. M. Reich Co., Inc. 

Spring Valley, Ill.—Montgomery Ward & Co., 
Wimbiscus Bldg. (soon). 

Kalamazoo, Mich.—Kline Bros., 137 S. Bur- 

dick St. (soon). 

Hickory, N. C.—W. T. Grant Co. (soon). 

Chicago, Ill.—W. T. Grant Co., 63d and Green 
St., Englewood. 

Gadsden, Ala.—W. T. Grant Co., Broad and 
Fourth Sts. (November). 

Williston, Fla.—Suwanee Stores. 

Lawrence, Kan.—Cole Bros. (soon) 

Lancaster, Ohio—Luckoff Underselling Co., W. 
Main St. (soon). 

Murray, Ky.—Lowman Bros. (soon). 

London, Ky.—J. B. Reams (soon). 

Bristol, Tenn.—Carps, Inc., 636 State St. 
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Ellsworth, Minn.—Otto M. Leischner (soon). 

MeNeil, Ark.—I. J. Regan, Grayson Bldg. 
(soon). 

Demopolis, Ala.—Sumter Courrey. 

New York, N. Y.—La Tour Shoes, Inc. (Man- 
hattan). 

Nunda, N. Y.—Nunda Process Co., Inc. (shoe 
machines). 

Leominster, Mass.—Guguen & Sullivan, Inc., 47 
Main St. 
an W. Va.—Consolidated Dry Goods 





Reading, Pa.—Read’s Store 
(soon). 

Fort Wayne, Ind.—J. C. Penney Co. 

New York, N. Y.—Richland’s Bootery, Inc., 
Queens. 

Buffalo, N. Y¥.—L. N. Ellsworth, Inc. 

Evansville, Ind.—Alabama Nettleton Co., Inc., 
317 Main St. 


Derry, N. H.—Woodbury Shoe Mfg. Co. 


Department 


85 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Nashau, N. H.—Thomas Shoe Co. (Mfgr.— 
soon). 

Philadelphia, Pa.—Kessler Shoe Co., Inc. 

Harrisburg, Pa.—Dolly Dimples, Inc. 

Philadelphia, Pa.—Brown Shoe Co. 

Erie, Pa.—Frank’s Department Store, Inc. 

Harrisburg, Pa.—Lititz Shoe Co. 

Walters, Okla.—Merit Dry Goods Co. 

New York, N. Y.—Maiden Lane Shoe Shop, 2 
Maiden Lane. 

New York, N. Y.—A. C. T. Shoe Lace Mfg. 
Co., 6938 Broadway. 

New York, N. Y.—Zimmer Army & Navy 
Store, 1715 Myrtle Ave., Ridgewood. 

Florence, 8S. C.—Waters Merchandise Store. 

Morehead, Ky.—W. T. Baumstark & Co., Inc. 


Toledo, Ohio—Country Store, Inc., 4477 Monroe 
St. 


Kansas City, Mo.—Smith’s Shoe Stores, Inc., 
523 Locust St. 

Milwaukee, Wis.—Geo. Hutchins Stores, Inc. 
Knoxville, Tenn.—S. Deitch’s & Sons, Inc. 
Miami, Okla.—True Economy Shoes, Inc. 
Puyallup, Wash.—The Monarch, Inc. 
Jerseyville, Ill.—Morris Nornberg, 
and State Sts. (soon). 

Dallas, N. C.—H. B. Schulman (soon). 

Long Beach, Cal. — Middough-Akers Store, 
Third and Locust Sts. 

New York, N. Y.—Jay’s Bootery, 181 Myrtle 
ve. 

Marion, Va.—Huffaker-Faucette Co. 
Chicago, Ill—Daemicke Boot Shop, Inc., 
E. 71st St. 

Haverhill, Mass.——J. M. Archambault Shoe 
Co., 84 Wingate St. (Mfgr.) 

Haverhill, Mass.—Martin-Tickelis 
Ine., 83 Washington St. (Mfgr.) 
é New Orleans, La.—Matthews Shoe Re-Newing 
0. 

Cleveland, Ohio—Union Shoe Co. 

Florence, S. C.—L. E. Waters, Inc. 
Woonsocket, R. I.—Drainville Shoe Co. 

Lake City, Fla.—Big Five Store, Inc. 

Lakewood, N. J.—Marlemandell, Inc. 

Newark, N. J.—Dinsmore, Inc. 

Columbus, Ohio—Thom. McAn Shoe _ Stores, 
59 S. High St. 

Spencer, Iowa—Redmond Shoe Co. 

Lenoir, N. C.—E. A. Sherrill. 

Brooklyn, N. Y.—Nelson Shoe Stores, Inc. 
New York, N. Y.—Delancey Slipper Co., Inc. 

New Orleans, La.—Shep Bluestein, 440 Ba- 
ronne St. 

New Orleans, La.—Meek Zorub, 1301 Caron- 
delet St. (soon). 

Drakesville, lowa—H. D. Hines. 

New England, 8. D.—Montgomery Ward & Coe. 

Phillips, S. D.—Montgomery Ward & Co. 
(soon). 

Franklin, Ky.—Lerman Bros. (soon). 

Newberry, Mich.—Wilson Shoe Co., 
Wilson, Mgr. (Sept. 1). 

Wallace, Neb.—C. V. Smith. 

Edgar, Neb.—J. F. Hathaway. 

Daykin, Neb.—Harold Horney. 
s a em Neb.—J. H. Eller Co., 


Exchange 


2212 


Shoe Co., 


Ww. L. 


12th and N 


Sonora, Cal.—Harry Grossberg. 

Tacoma, Wash.——Saad Shoe Shop, 
Rolens Ave. 

Astoria, Ore.—Wm. Eilo, 1235 Franklin Ave. 

Nyssa, Ore.—C. C. Anderson Co. of Nyssa. 

Vale, Ore—C. C. Anderson Co. of Vale. 

Seattle, Wash.—Jens Jensen, 3512 Fremont 

ve. 

Seattle, Wash.—E. L. Knudson, 3512 Fremont 

ve. 

Portland, Ore.—Boston Shoe Shop, 270 Mor- 
rison St. (soon). 

Glendale, Cal.—Marshall 
20314 N. Grand Blvd. 


762 St. 


X-Ray Shoe Store, 
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Spring Styles Conference 
[CONTINUED FROM PAGE 46] 


new lines of colors for the spring, 
1932, season. This display is of great 
educational value to all branches of the 
industry, but ‘particularly to retailers 
and manufacturers, a fact that is at- 
tested by the increasing interest and 
attendance since the first display was 
made several years ago. 

“There is a possibility that the an- 
‘nual meeting of the National Associa- 
tion of Shoe Wholesalers may be held 
at the Hotel Astor on October 9, the 
second day of the joint meeting ar- 
rangements for which now are being 
considered by Secretary Thomas F. An- 
derson, of Boston. 

“The members of the joint committee 
who attended the meeting last week 
were: John C. McKeon, of Philadel- 
phia, and J. O. Ball, managing direc- 
tor, New York, acting for the National 
Boot and Shoe Manufacturers’ Associa- 
tion; A. H. Geuting, Philadelphia, pres- 
ident, and James H. Stone, Chicago, 
manager for the National Shoe Re- 
tailers Association, and William H. 
Barrett, Newark, N. J., chairman of 
the board, and Fraser M. Moffat, pres- 
ident, The Tanners’ Council, and 
James J. Lyons, New York, and 


George H. Mealley, Philadelphia, rep- 
resenting the upper leather group of 
the Tanners’ Council.” 


Trends on Fifth Avenue 
[CONTINUED FROM PAGE 48] 


toward the quarter. Gold pipings com- 
pleted the shoe. A cherry brandy kid 
with three overlays of contrasting kid 
in scalloped detail underlaid the throat, 
under eyelet stays continuing on to 
quarter. 

Modernmode displays a smart pump 
in mink suede with mock toe cap 
fashioned of narrow patent banding. 
Around the collar, split in the cen- 
ter front, is the same stitched patent 
which adds an unusual and pleasingly 
new appearance. A black patent one- 
strap was attractively shown with a 
slipper quarter line inlayed in narrow 
banding of a beige gray ecre. The 
same banding continues around the 
quarter in a wavy pattern and features 
an open shank. The slender T-strap 
of other days is shown in black suede, 
the mitred top line running above the 
cross center strap. This model is 
always dressy and distinctive. Long 
quarters are also featured in this col- 
lection on a new treatment of standing 
fringed tongue with colorful colonial 
buckles. 

Geller shows attractive bone bows in 
colorful buckles such as imitation rose 
quartz and combinations of black and 
red. Pumps may assume all kinds of 
importance with these new and novel 
buckle features. 

Black suede with calf trims feature 
the one punch per operation in a three 
eyelet daytime oxford. Smart edges are 
also a feature of this collection. A 
smart long quarter type is featured in 
black kid. 
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HMM 
Now— — 


Complete Distribution 


In every shoe manufacturing center 
we are equipped to handle with de- 
spatch regular, or emergency, needs of 
the shoe manufacturer. With a manu- 
facturing background of nearly one 
hundred years assured and guaranteed 
quality have been made possible; now 
with the United Shoe Machinery Cor- 
poration as selling agent immediate 
contacts can be made rounding out 


more fully our large organization oven ten 
We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
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the lace. 





THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 


Tips may be either fabric, met- 


al or celluloid. We recom. 
mend the recently perfected 


been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 


JOSCO FABRIC TIP. Jast the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 


PROVIDENCE, R. I. 
SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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for every type—of shoe we supply you 
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Pents 


¢ highly covered «a mm jace 
a / iy f 0 chets_ . IT FORMS A 3 PLY UNIT 


Yes, Sir! INVISIBLE MIDDLESOLE is a new bottom filler » PREVENTS AIR POCKETS 
that vulcanizes the outersole firmly to the innersole—abso- . UNIFORM FLEXIBILITY 
lutely preventing air pockets in crepe and fibre soled shoes. 


» RESISTS MOISTURE 


INVISIBLE MIDDLESOLE does away with crawling, ‘ 
- RESISTS HEAT & COLD 
bunching or squeaking, yet remains flexible and resilient. 


a8 é . PREVENTS BUNCHING 
Here is hidden value your customer — the wearer — will 


enjoy. 











Mr. Shoe Manufacturer: let us send you a generous working sam- 
pleof INVISIBLE MIDDLESOLE and test for yourself the remark- 
able merits of this great advancement in modern shoemaking. 


BECKWITH - MFG - COMPANY 
Manufacturers of Vulco Products 


STATLER BLDG. - + + BOSTON, MASS. 
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An Alluring Cvening 
andal by hdvale 


Midvale styling takes on a special 
significance when the evening slip- 
per question comes up. That little 
final touch, that brilliance without 
gaudineés and that softness of pat- 
tern line without sacrificing fit, are 
all there for the edification of your 
socially-minded customers. And for 
your own benefit bear in mind that 
they are beautiful shoes moderately 
priced—shoes you will need this fall. 


MIDVALE SHOE COMPANY 


Branch of International Shoe Co. 
ST. LOUIS MISSOURI 





New York Office 
660 Marbridge Bldg. 


Mr. Howard May and 
Miss Marie Finnerty 
in charge 


MIDVALE 


MAKERS OF FINE SHOES FOR FASHIONABLE WOMEN 


Vel. 99, No. 26. +. every week by the Boot & Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., 239 W. 39th 
St., New York, N. as 1 matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. 
Subseription price, $3.00 per year. Printed in U. S. A. 
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BALL-BAND 
Leads in Quality 


Gypsy 
Buff duck upper, chocolate 
trim, long wearing chocolate 
sole. 
One of our most popu- 
lar shoes. Easy to sell 
because of sturdy 
weight and unusually 
attractive appearance 
for its low price. 


It will surely pay you to have complete details about the profit 
making possibilities of this QUALITY line. Before you place your 
order ask for illustrated price list and our special plan for in- 
creasing your profits for Spring 1932 business. 


When you get right down to the bare facts, you find it’s Quality 
that builds permanent profits—and by Quality we mean giving 
the most for the money. That is the type of Quality in which 
BALL-BAND leads. It is the result of more than thirty years of 
successfully following the motto—“Good enough will not do, they 


must be the best.” 


You are invited to inspect our new and improved line of Canvas 


Sport Shoes for 1932. A complete line—thirty-one numbers from 
Play Sandals to Professional Basketball Shoes—samples of the kind 


of merchandise you like to sell and your customers like to buy. 


Mishawaka Rubber & Woolen Mfg. Co. 
260 Water St Mishawaka, Indiana 


(Inquiries from the New England States and Greater New York should be 


addressed to Dunham Brothers Company, Dept. A, Brattleboro, Vermont.) i 


BALL-BAND (Red Ball) 


Canvas Sport Shoes — Leather Work Shoes — Rubbers. — Boots — Caloshes — Areciics — Woolen Footwear 
We can give our tsialprompt attention to orders for any kinds of Ball.Band. footwear 
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SHEER 
WOOLLENS ; 


For daytime a These light-weight textures 


of costumes ug emphasize the fashion importance 
and the value of LEVOR SUEDE KID 
which is made of the choicest, world selections 


of goatskin 


LEVOR BLACK SUEDE KID is a spread of Fine, 
close-textured leather.... more ebony than blackest 
Africa ... tanned to give satisfaction..... 
already used this season in sufficient quantity 


to make a mountain of shoes 


LEVOR SUEDE KID is also stocked in the best 


selling colors ae 
SG. LE€VOR & € hime 


Janners over 50 years 
GLOVE RSVILLE né€wW YORK 





YOU CAN 
FEEL THE 


SOFTNESS... 


BUT YOU 
CAN'T SEE IT — 


NOUGH softness for comfort, enough firmness for style— 
that describes Armstrong’s Cork Box Toes. You can easily Acuiniageatiat 
press them down with your thumb. Yet they don’t show the 
slightest crease or wrinkle ...don’t sag or lose their stylish shape. meaiiact 
That’s because forepart and sidewall always stay firm and solid. 
At every step, shoes that have these semi-soft toes flex comfort- 
ably where the tip meets the vamp. No chafing or pinching. They 


feel ““broken in” the first time they’re worn—but they never 
look it. Your customers are sure to appre- 

ciate this. You can have Armstrong’s Cork ARM C TR ON g3' S 
Box Toes in any shoe you carry, from sport 

to dress, broad toe or narrow. Specify them 

‘when you order. If you want more infor- C O RK B OX TO E S 
mation, write Armstrong Cork Company, ATLANTA ° Boston , Cuicaco . CINCINNATI 


933 Arch Street, Lancaster, Pennsylvania. Derrorr ° New York «:  Puttapecpxta - Sr. Louis 
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No wrinkles with 












ee ener $4.50 
4.60 





S18 Black Calt vOROOCeeeenernerecengereceeeanene $4.50 
2 ARPES 200 I Lae niet ota. 4.60 





WALL STREET 


AAAA to EB 





ba | Black Cs Calf, Arch Support Insole............. $4.85 

013 Tan eS ote 
BLU-OXFORDS 

$04 Black Calf Arch Support Insole.............. $4.85 

O86 Brown Kid ...... ssscccccsccncereceeceves 4.85 

GP FEN REE sooo Sac cesbatadaceesscecesses 4.50 


COMBINATION 


A to E 





060 Black Kid, Kang. Tips.................... $4.50 
$060 Same as above, Arch ‘Suppert Insole......... 4.85 
EN EE) occhcvccechatepecccerececeyeee 4.85 
Eo Sooo. sc cwide cebeseesssucces 4.50 
Oe cS ec eccncanccerceces ions a seit Scot 4.60 


BANKER 
AA to E 






O86 Black Bld 2.5... .sscccccscsccccsccsccees $4.50 
$0656 Black Kid, Arch Support Insole............. 4.85 
046 Brown Kid ...:cscsececceeveveecceecceeeee 4.85 
BROUWER 
RESEARCH 
No. 100 


AA to E 





2 oe Orthopedic Heel. . - -8485 
ide Orthopedic Heel... 
Arch Support Innersole........ 5.20 
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IN STOCK CATALOG 











MUSEBECK 
onl Your Stnight 
SHOE 


Material and Construction 
Specifications 
LAST—Seven styles—the latest de- 


velopment for fit and comfort. 


UPPER LEATHER—Quality upper 


leathers selected for service. 
upper leathers treated with Tay- 


Jor Leather Preserver Process. 
OUTSOLES—Finest selection, clear 


grained outsoles. Nothing )ighter 
in weight than 914 iron. Spe- 


cial Channel bottom process, no 
buffings. Custom finish. 


INSOLES Fight iron grain buffed 


flexible oak imsoles, special tan- 


nage for Musebeck Shoes. 


CONSTRUCTION—Special Shoulder 
Channeled insole with leveled 


inseams. A_ construction that 
builds the shoe close to the bot- 


tom of the last eliminating the 
use of cork or composition filler. 


FOOT INSULATION — Imported 
treated felt between insole and 


outsole protects the foot from 
cold, heat and dampness. 


WEAR STRAIGHT CONSTRUC. 
TION—By special forming of 


insole, features are developed to 
prevent shoes from running over 


and outsoles wearing wedge shape 
at outside edge. 


BOX TOES—Sole leather. 
COUNTERS—Sole leather. 


SHANKS—A wide steel longitudinal 
arch support shank guaranteed 
not to break down. 


METATARSAL ARCH—An eight 


iron insole shaped to fit normal 
metatarsal arch—a solid leather 


arch, 
LININGS—175 army twill lining. 


COUNTER LINING—Calf skin coun- 
ter lining. 

HEEL BASES—Three solid leather 
lifts. 


RUBBER HEELS—U S M C rubber 
heels, 


HOOKS AND EYELETS—Fast color. 


LACES—Specially constructed double 
wear. 








Terms 2% 20 Days, 30 Days Net 








MUSEBECK 
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DANVILLE, ILLINOIS 












STRATE LAST 


Ato E 









sand ME rac cco cesckvedssevsncdbeseess $4.50 










BANKER 
AA to EEE 















922 Black Kia 50 
56 Black Kid, with Arch Support Insole........- 4.85 
46 Brown Kid ...... 2... 2. sce e eee eee ences: - 4.85 







COMBINATION 


AA to E 






























60 Black Kid, Kang. Tips..............+.. $4.50 
860 As above with Areh Reo WM iciiveee 4.85 
Ce da ceccerccccédadsncccee 4. 
80 Black at ERP ERR RIE ARE RE HEI AE CRG 4. 
a | Sr errrerrrrr rr rrr 4 
ORTHOPEDIC 
AA to B 

















30 Tan Calf. Overweight Viseol Sole... ........ - $3. 
10 Black Kid, Kang. Tips.....ssssseseeesevees . 4.50 









870 Same as above. Arch Support Insole........ 4.85 
C70 Black Kid, Cushion Insole 4 





SG BIE OME... cSicccvcedstncdurcecescccave 
GE FR GE cvrciecvenercovescuqcsecccecaccte 4.60 
BLU-OXFORDS 


070 Black Kid, Kang. Tips.......cscceceeceees $4.50 
$070 Same as above with Arch Support Inside.... 4.85 


POLICE SHOE 
No. 11 
$4.00 


AA to EE 

















r 





















Counter, Viscolized over- 


bour Stormwelt Police 


M1 Matane Gouble tole, 






810 Black Cait, “Arch sence Innersole, Viscolized 


eight Double Sole, Barbour Storewelt,. 
fay Inside Orthopedic Hee! 
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IN STOCK NOW 















*No. 802—803 











Hew Star is Shinin fa) 
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ERE are nine reasons why a new star is 

shining in the shoe industry. Featuring 
Spectator, Town and Sport Shoes, the kind 
that women wear smartly in town and coun- 
try, Carlisle Shoe Co. offers to enterprising 
merchants a splendid business building oppor- 
tunity. We didn’t guess at these in-stock 
models. They already have an excellent record 
as proven by our advance business. 


SPECTATOR TOWN 


THE CREAM OF WHAT 
BETTER DEPARTMENT STORES 


*No. 800—Black Calf. 
*No. 801—Brown Calf. 356 last; 16/8 
leather heels; AAA to C; 3 to 9. 


$4.65 


*No. 802—Black Suede and Black Calf 
Trim. 
*No. 803—Brown Suede and Brown Calf 


Trim. 256 last; 16/8 leeather 
heels; AAA to C; 3 to 9. 


$5.15 


*No. 804—Black Suede and Black Calf 


Trim. 


*No. 805—Brown Suede and Brown Calf 
Trim. 256 last; 16/8 leather 
heels; AAA to C; 3 to 9. 


$5.10 


*No. 806—Black Suede and Black Calf 


Trim. 


*No. 807—Brown Suede and Brown Calf 
Trim. 356 last; 16/8 leather 


heels; AAA to C; ; 5 30 
TERMS- 
* * * CARLISLE 


ee x , 722-224 Marbridge Bldg., 
e * * 


Fuctory 
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Order Now! Take advantage of the fresh 
Stocks—all patterns in every size—and all 
sure-fire volume producers representative of 
the new value-policy of Carlisle. Order a 
sample assortment just to see these beautiful 
shoes, that are setting a new standard of 
value in hand lasted welts. 


and SPORT SHOES 


EXCLUSIVE SHOPS AND 
ARE SELLING THIS SEASON 


*No. - ge Any aay Sat ay 
ast; eather heels; 7 4 
AAA to C; 3 to 9. Wn HORI 
*No, 809—Dark Brown Suede with Dark 


Brown Calf. $5 a(e) 


- 810—Black Calf and Grey Stitching. 
265 last; 15/8 leather heels; 
AAA to C; 3 to 9. 

. 811—Dark Brown Calf and Parch- 


ment Stitching. $ 4.7 5 


. 812—Black Kid and Black Pinseal 
Trim. 224 last; 14/8 leather 
heels; AAA to E; 3 to 9. 


$5.00 


} 613—Dark Brown Kid and Pinseal 
rim be match. $5.25 


. 814—Black Genuine Pig and Black 


a ly Ae Reh No. 814815 
to 8. yor 

. 815—Prado Brown Genuine Pig and 
Dark Brown Calf Trim. — 


$5.10 


*No, 816—Black Eric Calf, 262 last; 12/8 
leather heels; AAA to D; 2'4 
to 8. 


*No. 817—Dark Brown Eric Calf. 


5%—30 DAYS $5.00 


F.O.B. CARLISLE, PA. 


SHOE CO.*.".” 
New York, N. Y. . 


CARLISLE, PA. 


*No. 812—813 ae 


WNo. 816—817 











AND SHOE RECORDER 


combining THE SHOE RETAILER, Sept. 5, 1931 








4 


114 Styles In Stock eam 
to Serve Merchants Promptly 


Styled Right—Made Right—the principle on which 
we have built and are building Kali-sten-ik Shoes 


In Stock — 3337. Senior 
Misses’ Patent Leather 
‘. * co 
t. ‘Cordovan Sole. 


Cut 
Las! 

10/8 Leather Heel. 

3% to 9 AAA, AA, A,B and C. 

12% to 3 A, B, C and D. 

8% to 12 A, B, C and D. 


Quality, born of concentration, permeates the Gilbert 
Line. Because we specialize in but one type of shoe, 
we are in a position to offer the dealer a line that stays 
sold. “Kali-sten-iks,” with their 14 in- 

side features that are so outstanding, yet 

so essential, offer him real profit possi- 

bilities. 


An IN STOCK Service that Serves— 


Base cate nay Senior ‘iret 


ongee and tri 
ovan ovan Bole." 34 34 Last, "10/8 Al All 
Leather Heel. 
ri A Rca AA, A, B, and 


Made to Order: 


7 = 12 AA toE Wins: 
2 3 AA to E Widths 


For your own satisfaction, note the com- 
plete range of sizes and widths that are 
always carried in stock. This is for your 
protection, since we realize that in order 
to get a profitable turnover with a mini- 
mum of capital invested, you must have 
available a reliable source of supply from 
which to replenish your stock, quickly 
and surely. 























Write for In Stock Catalogue 


THE GILBERT SHOE CO. 


Thiensville, Wis. 
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